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Forward to Better Business Friendships 


mer out happiness and success. One only 
where the call to be “merry’’ assumes the chal- 
lenge of a clear command. 

No dodging Christmas! For:the warm-blooded fel- 
low with a year’s accumulation of good will to unload 
on his neighbors—for the disillusioned citizen who 
sees in the leaves and berries round the show cards 
only the commercial exploitation of an old song—it’s 
here! j 

You can take it as you like—thanking Heaven it 
comes once a year, or thanking Heaven it comes once 
only. 

Dig down through the frozen overlay of convention 
and business etiquette and learn over again the true 
meaning of the brave old word “‘merry.” 

Reach up to the store shelves where the standard 
dictionary keeps its definitions and select a few for 
the tender feet of the trades today. Here’s a pair we 
suggest because we believe they fit best just now: 
“Joyous—light-hearted.” 

Less than eighty years ago an observer from tired 
old Europe could say that the thing he most admired 
over here was “the light-heartedness of the Yankee in 
commercial enterprise.” The strange fellow actually 
seemed to enjoy his business. : 

Old-fashioned American business was light-hearted 
because it began in community service, first, last and 
all the time. The great-grandfather of the 40-acre 
shoe factory, turning out 80,000 pairs a day, was the 
journeyman shoemaker who tramped forest paths 
from one settlement to another with his last, awl and 
adze slung over his shoulder, swapping stories as well 
as shoes with thrifty Puritans. : 


= TY-TWO weeks in the year given us to ham- 


The way back to light-heartedness in business lies 
along the track the old shoe man trod. No, more 
grouching—no more knocking—less blame for high 
prices and bad business from retailer to wholesaler, 
from wholesaler to manufacturer, from manufacturer 
to tanner—and round again. “Passing the buck” is 
not in any schedule of Christmas games we ever were 
privileged to glimpse. 

Look back over other Christmases that haven’t got 
so far back as to have slipped from consciousness— 
you'll find light and shade in all. Christmas, 1914, 
perhaps the last of the old series, when we warmed 
ourselves a little too confidently at the glow of satis- 
faction that we were “‘not like the rest of the world.” 
Christmas, 1917, the shadow of the war on thousands 
of homes, candy and sweaters for the boys “over 
there.”” The big “reunion” Christmas of last year, 
when we were all too glad to get him back to worry 
about the problems his knockout blow to autocracy 
had started. 

Christmas, 1920, comes on the threshold of a big 
opportunity. During the coming year the problems 
and difficulties created by readjustment are going to 
bring men close together whose knowledge of one 
another within the last five years has been limited to 
the signature on order and invoice. Manufacturers, 
wholesalers and retailers are going to open their hearts 
to one another during 1921 to an extent that will 
make previous shoe conventions look like a Peace 
Conference meeting. 

It’s as impossible that 1921 is not going to see a big 
expansion in the service of business as that harvest 
time will refuse to follow seed time. 


Back to light-hearted business. 
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A National Reunion 


T is some treat—to read the letters from members 
of all of the trades of leather and footwear which 
you will find in this issue. Here you will find a na- 
tional exchange of greetings and a renewal of friend- 
ships for 1921. This issue, we hope, will aid in 
“turning the corner,” sentimentally at least, for a real 
year of industrial service. 

The keynote, a little friendlier fellowship in busi- 
ness, is exemplified in these letters and if you will 
note the order of their placement, not in groups of 
merchants, manufacturers, leather men, shoe salesmen 
and wholesalers, but all together, rubbing shoulders 
as it were. 

One most excellent suggestion came to us from 
Milo A. Slade of Des Moines. He encloses a real gem 
of an editorial, from the Des Moines Capital, as an 
expression of merchant policy in the year to come. 
It is so pertinent that we want you to read it first, 
then turn to the eight pages of greetings and believe 
with us that now is the time to rebuild that which 
has been torn down: 

“This editorial is addressed to the man who has a 
tendency to sulk because he thinks business is not as 
good as it ought to be. He would force business with 
a whip; he wants it to stand up on its hind legs and 
jump through a hoop. 

“Business is a creature which cannot be driven. 
Like certain wild animals, it will do most for the men 
who encourage it and treat it kindly. The man who 
tries to force it right now is liable to be clawed or 
bitten. 

“If your goods are moving slowly, get your sales- 
force to selling some plain wholesome prosperity. 
Keep your organization busy. Sell prosperity and 
confidence to your customers and your business asso- 
ciates. When a customer comes into your place with 
a long face sell him a few smiles of assorted sizes. 

“‘An era of great prosperity is just around the cor- 
ner. .There ought to be a law to prevent the grouches 
of today from participating in the benefits of the new 
prosperity when it comes. Let us talk success, not 
failure. The man who tries to make two complaints 
grow where one grew before should be under strict 
quarantine. 

“Encourage business, coax it, smile at it; and the 
first thing you know it will walk right in at your front 
door and eat out of your hand.” 





An Offering to Cheer 


HAT a wonderful rebirth of spiritual grace can 
come with this Christmastide if we all will 
get a little better human understanding? Who is 
there who has not shuddered at the starvation of 
millions of children abroad? Do we still retain that 
real spark of human helpfulness? We think so, and 
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believe that the appeal of Herbert Hoover has been 
heartily responded to by shoe and leather men. 
Perhaps locally there is some worthy charity that 
you can also assist. One of the finest charities in the 
country has as its habitation what was once a one- 
story country shoe factory. The ever-increasing 
number of children with chronic orthopedic diseases 
from all parts of the country are housed in this long 
and sunlit building. A charming name, too—the 
Children’s Sunlight Repair Shop, at North Scituate, 
Mass. We wish that we could persuade folks who 
come to New England to motor down to it, and see 
the smiling little faces of children, very, very patient 
and very, very crippled with infantile paralysis. 
The trouble with us Americans is that we dread 
visitations to hospitals; we shudder at stories of suf- 
fering, and we cover it all up with a veil of forgetful- 
ness. Let us remember the children and the very 
lonesome soldier boys bedridden for over two years. 
One wonders if a little suggestion at this time of 
the year will bear fruit. Just before you take that 


’ drastic inventory, lay aside a few pairs of children’s 


shoes—find some local, or national, or international 
charity which would bless your kind deed. The 
kindliness of your Christmastide may serve as a 
peaceful balm to the rather turbulent year, as well as 
a happy omen for the-year to come. 





For Cleaner and Better 
Business 


O not bite off your nose to spite your face. 

Do not stay out of an association because there 

is somebody in it you do not like. If you like him 

or not, is not the main question. The main associa- 

tion question is the conserving of profits and the 

doing of a cleaner and better business; and that is 
what you are running a store for, is it not? 

It may be admitted that it is sometimes embar- 
rassing to meet men who have been your bitter busi- 
ness enemies and competitors; but one of the finest 
things that associations do is to afford precisely the 
kind of a common meeting-ground, where weapons 
are laid aside and all enmities are barred out. You 
meet an enemy just as you would if you happened to 
come upon him in the home of a mutual friend. You 
would at least be polite to that person. You 
would not discredit your friend’s hospitality by any 
infraction of perfect manner toward him. 

You can do the same in an association, with even 
the worst enemy you have. If you have any “worst” 
ones, or even bad ones, so much the better; the as- 
sociation will help to change them, and to decreas«: 
the sum total of enemies and enmity. The first thins 
you know, you will find out that the business rival: 
are very decent fellows, after all! 
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The Bargain Idea Overworked 


OW do you like the idea of your regular customers 
being educated and trained to hang back and 
wait for your reduced prices? 

A shoe man tells us of a customer of his, a man of 
independent fortune, owning considerably more than 
$1,000,000 worth of real estate, including the shoe 
man’s store, regularly buys his shoes at his January 
and July sales, instead of buying shoes simply when 
he needs them and paying the regular prices. 

If a millionaire will do these things, how about the 
rest of the public? In our opinion, the whole bargain 
idea is being overworked. The public probably will 
find it out some time. A keen student of merchan- 
dising gives the following words of warning: 

“Bargain sales are not always bargains for the cus- 
tomers. It is an excellent rule to beware of such sales 
when advertised by concerns unknown to you or not 
of the highest standing. 

“Look out for so-called ‘fire sales’ and ‘bankruptcy 
sales.’ 

“Be careful of the advertisement that reads some- 
thing like this: ‘We have just purchased from the 
well-known manufacturing firm of (some unknown 
name), who have recently gone into bankruptcy, 
their entire stock of goods, which will be sacrificed at 
prices far below the actual cost.’ 

“Buy of houses in which you have confidence; 
whenever possible, buy goods whose quality is known 
to you, and never buy anything that you do not really 
need, just because it is a bargain.” 

This is good advice. It is needed today—tell it to 
your public. 
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Merchants Interested in Chicago 
National Exposition 


Chicago, December 21—Officials of the Chicago 
Shoe Travelers’ Association have received numerous 
letters from merchants in the Middle West and 
Southwest asking for information about the forth- 
coming exposition. Most of these merchants have 
attended the exposition heretofore and have found 
it a good place to get in touch with market condi- 
tions, styles and prices. They wish only to be 
assured that the usual number of representative 
lines will be on display. 

Reservations for rooms so far made indicate that 
there will be no dearth of displays. ° 

Traveling men who have just returned from their 
territories report that many merchants are deferring 
their buying until they have seen the styles and 
prices shown at the big National Shoe Retailers’ 
Convention at Milwaukee. A large percentage of 
the merchants will visit the Chicago National Shoe 
Exposition on the return from Milwaukee. 

Dave Davis, one of the officials of the exposition, 
and Raymond Booth, secretary of the Chicago 
Shoe Trades’ Association, made a special trip to 
Milwaukee and conferred with the N. S. R. A. con- 
vention committee before starting to make arrange- 
ments for the forthcoming exposition. 

It was the opinion of all concerned that the exposi- 
tion would be a great convenience to merchants who 
are unable to complete their buying at the big Mil- 
waukee show. Consequently the dates were set for 
the latter end of the week following the N. S. R. A. 
Convention. The dates are January 12 to 15. 





For What Relief Can We Look to Congress? 54 
A discussion of the many problems await- 
ing disposition by our law-makers at Wash- 
ington. 

Convention of the National Shoe Retail- 

58 

A resume, in a lighter vein, of the treat in 
store for retail shoe merchants at Milwau- 
kee. 

Less of Style—More of Fashion 
Forecast of Spring styles and business condi- 
tions made by Charles S. Strayer of St. 
Louis. 

Moving to Democratize the N.S. R. A.... 
What the ‘Missouri Resolution’’ means— 
told by W. B. Huette. 





High Lights in This Issue 


The Following Are Among the ‘Recorder’? Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 


Looking Forward to the New Year........ 67 


An 8-page sympesium by prominent mem- 
bers of the shoe and leather trades. 





Note Carefully Articles Advt. 


Mr. 


























Return to 
circuit is completed, with comments or sug- 
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For What Relief Can We Look to Congress? 


Forecast of Probable Action Includes Emergency 





Tariff Legislation, Possible Suspension of Penalty 
for Failure to Pay Taxes and Tax System Revision 


Washington, D. C., December 21. 

Y reason of the serious business depression and 

B the flood of appeals reaching Congress for im- 
mediate relief, events have moved with sur- 
prising swiftness in Washington since the assembly of 
Congress two weeks ago. The warnings issued by 
leaders of finance, industry and manufacture, the 
closing of mills, the reduction of wages, the growth of 
unemployment and the distress of agriculture by 
reason of the sudden fall in farm products have all 
had their effect on senators and representatives, and 
the result has been a complete revision of the original 
program of no legislation except supply bills until 
after March 4. As a matter of fact, emergency relief 
measures have 


movement to suspend until after February 15 all pen- 
alties for non-payment of the installments of income 
tax due December 15. 

There have been hundreds of other suggestions, but 
the foregoing are those which have a chance for adop- 
tion. 


Opening the Avenues of Finance 


Taking these in order, the revival of the War Fi- 
nance Corporation, if it succeeds, will, it is believed, 
have a psychological rather than an immediate ma- 
terial effect. Such action will serve notice on foreign 
nations, now unable to buy in American markets 
because of the lack of money and the facilities for 

estab] ishing 





had far more at- 
tention in the 
last two weeks 
than have the 
necessary ap- 
propriation 
bills. 

Out of the 
maze of discus- 
sion and hurried 
proposals have 
emerged three 
definite lines of 
action, as fol- 
lows: 





Relief 
Measures 
Suggested 


1. Passage by 
both houses of 
the resolution 
for revival of 
the War Fi- 
nance Corpora- 
tion. 

2. Framing of 
an emergency 
tariff bill, de- 
signed to aid 
the farmer. 

3. A definite 
and strongly 
supported 
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proper credit re- 
lations, that the 
United States 
has opened an 
avenue for such 
financing. The 
creation of a 
demand for 
American goods 
and products to 
be shipped 
abroad will 
serve to bolster 
up rapidly de- 
clining prices 
and make a 
market for sur- 
plus food sup- 
plies, which are 
now in danger 
of going to 
waste. 

The emergen- 
cy tariff bill, 
which the lead- 
ers are now 
hopeful of pass- 
ing, will serve 
to bar out for- 
eign products, 
notably from 
the Far East 
which are now 
threatening to 
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swamp our markets and depress prices even farther 
than at present. lt was noticeable that the original 
draft of the proposed new tariff included leather and 
leather products as among the goods to be protected, 
but these were eliminated. It is by no means certain, 
however, that they will be restored. Passage of this 
measure, it is believed, will prevent further declines 
in farm products, acting as a virtual embargo such as 
the wool producers have been demanding. 

Suspension of the penalties for failure to meet De- 
cember 15 tax payments is one of the measures sup- 
ported by the leather interests and the rubber manu- 
facturers, as well as by the companies using large 
quantities of rubber. Some of these firms are in seri- 
ous difficulties by reason of the falling off of “‘inven- 
tories” and the consequent curtailments of their bor- 
‘owing capacity. 


Tax System to Be Revised 


With these problems facing Congress is the further 
necessity of complete revision of the whole tax sys- 
tem, and work on that tremendous problem has al- 
ready begun in earnest. Hearings have been held 
almost every day for the last ten days. These hear- 
ings have brought out several salient facts which are 
of interest to business men, among: them: 

1. There is substantial unanimity on the proposal 
that the ‘“‘excess profits tax’’ is to be abolished. . Both 
political parties are committed to that program. | 

2. There can be little reduction in the total burden 
of taxation, but it can be so imposed as to inflict less 
damage on business than does the present onerous 
and cumbersome method. 

3. A sales tax imposed on the volume of periodical 
sales meets with the most favor. Chairman Fordney 
of the Ways and Means Committee has openly and 
emphatically stated that he believes such a tax to be 
the most practical and effective of any yet discussed. 


Bond Issue a Possibility 


4. There must be revision of the tariff to produce 
more revenue than at present. 

5. A new bond issue is among the possibilities, 
such issue to be sufficient to refund the war issue and 
take care of the bulk of the short-term government 
securities maturing in the next two years. Such 
bonds would be sold at a higher rate than the existing 
securities, which would make them attractive to in- 
vestors. All of these proposals are still in the discus- 
sion stage, with no definite program yet adopted. 
The reaction from the country will have much to do 
with the ultimate disposition of each of them. 

As indication of the feeling of the business com- 
munity with regard to the new taxation, the plan of 
the Chamber of Commerce of the United States in 
putting a referendum vote to its membership on the 
question of taxation is interesting. This referendum 
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suggests radical changes in the present taxation 
system. é 

The different propositions upon which the Cham- 
ber’s members are being asked to express their views 
are: 

“1. The excess-profits tax should be repealed. 

“11. Revenues now derived from the excess-profits 
tax should be obtained mainly from taxes on incomes. 

“Ill. There should also be excise taxes upon some 
articles of wide use, but not of first necessity. 

“IV. Should a sales tax be Jevied instead of the 
taxes mentioned in proposals II and III above? 

“V. Should a sales tax be levied in addition to 
such taxes as are mentioned in propositions II and 
III above? 

“VI. Members voting in favor of question 1V or 
question V above are asked to indicate below the 
type of sales tax they advocate: 


(a) A General Turnover Tax. 
(b) A Limited Turnover Tax. 
(c) A Retail Sales Tax. 


“VII. There should be a moderate and graduated 
undistributed-earnings tax on corporations. 

“VIII. Each individual stockholder of a corpora- 
tion should pay his own normal tax. 

“TX. Income from any new issues of securities 
which may lawfully be made subject to federal tax 
should be taxable. 

“X. American citizens resident abroad should be 
exempt from the American tax upon income derived 
abroad and not remitted to the United States. 

“XI. Profits arising from .sale of capital assets 
should be allocated over the period in which earned 
and taxed at the rates for the several years in the 
period. 

“XII. An exchange of property of a like or similar 
nature should be considered merely as a replacement. 

“XIII. Net losses and inventory losses in any 
taxable year should cause redetermination of taxes 
on income of the preceding year. 

“XIV. Ascertainment by the government of any 
tax based on income should precede payment. 

“XV. Administration of income taxation should 
be decentralized.” 


’ Burden to Be Heavy for Years 


The proposition with regard to the sales tax is in- 
cluded in those to be voted on, despite the judgment 
of the committee that such a tax is impracticable, 
because of the wide interest in proposals that have 
come from a number of quarters for a tax of this 
nature. 

The committee makes it plain that, in its opinion, 
the government’s expenses will remain high for some 

(Continued on page 60) 
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Be an Optimist on the U. S. A. 


“And So Let’s Turn the Corner 
With the Turn of the Year’’ 





These United States 


delight in fostering the idea that 
these little old United States face 
dismal days ahead, and they’ve 
been harping on this pessimistic 
theory ever since the war ended. 


Do you know that the United 
States has only 6 per cent of the 
population of the world and only 
7 per cent of the land? 


That the United States is the 


richest country in the world. 


That the bank deposits in the 
United States exceed by billions the 
combined bank deposits of the 
whole world outside of this country. 


That we produce 24 per cent of 
the world’s wheat supply and 

of all the cotton, 60 per cent. 

of all the corn, 75 per cent. 

of all the cattle, 27 per cent. 

of all the hogs, 40 per cent. 

of all the dairy products, 
cent. 

of all the iron and steel, 
cent. 

of all the gold, 20 per cent. 

of all the silver, 40 per cent. 

of all the coal, 52 per cent. 

of all the copper, 60 per cent. 

of all the oil, 66 per cent. 

of all the automobiles, 85 per cent. 


That is to say, of the total products 
of the globe, we contribute one-quar- 
ter (25 per cent) of the agricultural 
supplies. 

Over one-third (40 per cent) of 
the mineral products, and 

One-third (34 per cent) of the 
manufactured goods. 


25 per 


40 per 


Before the war we owed other 
nations $5,000,000,000. We have 
not only paid this debt, but foreign 
nations now owe us $10,000,000,000 
and we hold the largest gold reserves 
of any nation in the world. 


Copyright, Commerce and Finance 
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COMMERCE AND INDUSTRY 
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COTTON PRODUCTION AND CONSUMPTION 
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| 
om Why Should American Business Be Bad? 


A great many of our own people | 
Twenty Years of Progress in the United States 
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Shoe Manufacturers 


Annual Convention Will 
Be Held in New York--- 


Program Is Announced 


. FRANKLIN McELWAIN, president of the 
J National Boot and Shoe Manufacturers’ As- 
sociation, has announced that the annual con- 
vention of the association will be held in the Hotel 
Astor, New York City, January 18 and 19. The 
formal program includes discussion of and action on 
the following: 
1. Report of Committee on Credits and Develop- 
ment of Trade Acceptances. 
2. Report of Committee on Trade Expansion. 

. Report of Committee on Uniform Terms. 

. Report of Committee on Measurement of 
Leather. 

. Report of Representative to the National In- 
dustrial Conference Board as to the Value 
of its Work for the Shoe Industry. 

. Report of Committee on Harvard Research 
Bureau. 

. Discussion of Taxation Methods. 

. Discussion of Financial and Economic Situa- 
tion and Future Trend. 

. Scientific Management in Sales Development. 

. Proper Attitude of Salesmen During Present 
Period. 

. Discussion Relative to Necessity of Correct 
Cost Accounting in Present Period. 

. Trade Abuses and Their Correction. 

. Survey and Discussion of Merchandise in 
Hands of— 

a. Wholesalers. 

b. Retailers. 

c. Manufacturers. 

d. Tanners. 

14. Definite Recommendations as to Styles, Lasts, 

Leathers, and Patterns. 
15. Survey and Discussion of General Business and 
Market Situation. 

a. From Standpoint of Women’s Shoes. 

b. From Standpoint of Men’s Shoes. 

16. Conclusions and Recommendations. 

The annual dinner will be given Wednesday eve- 
ning, January 19th, at six-thirty o’clock, in the grand 
ball room of the Hotel Astor, at which the association 
will be honored by the presence of distinguished 
guests. 


St. Louis, Dec. 22.—Through the St. Louis Chamber 
of Commerce a movement has been started to have 
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To Meet Jan. 18-19 


To Discuss Trade Trend 
and Recommend Lasts, 


Leathers’ and Patterns 


the 1922 convention of the National Boot and Shoe 
Manufacturers’ Association held in this city. The 
by-laws of the association provide that the conven- 
tions shall be held in New York City but manu- 
facturers in this part of the Middle West hope that 
these by-laws can be changed in such a way as to 
make possible the success of their efforts. 





To Sell Shoes by Mail 


Direct-to-the-Consumer Policy Adopted by Mil- 
waukee Manufacturer 


Milwaukee, Dec. 21.—In a full page display ad- 
vertisement published in Tuesday’s Milwaukee dailies, 
the Harsh & Chapline Shoe Company enunciates a 
new policy of selling direct to the consumer. The 
advertisement reads in part as follows: 

“It should bring joy to the heart of the man who 
wears work shoes to know that he can now buy Lion 
Brand shoes either at the factory or direct from the 
factory by mail. For 15 years they have been sold 
through thousands of stores. Now we want still 
more thousands of appreciative men and boys to 
wear these shoes and are cutting out the profit of the 
tanner, jobber, storekeeper, and salesmen’s expense, 
offering the output of our $1,000,000 organization 
direct to you. This means an actual saving of from 
$1.00 to $3.00 on every pair. For example, the qual- 
ity which was sold at retail as high as $6.00 we will 
sell direct to you at $3.25.” 

The announcement is also appearing in the farm 
papers of the United States this week. 





Cuba Big Market for U. S. Shoes 


Washington, D. C., December 21—The status of 
Cuba as a market for American-made boots and 
shoes is well set forth by figures just made public 
by the secretary of the Cuban Treasury. These 
statistics show that the United States is furnishing 
the bulk of all the boots and shoes imported into the 
island, Spain being the nearest competitor. In 
comparison with the importations from the United 
States the Spanish product is unimportant. During 
the two years, 1917 and 1918, Cuba imported a total 
of. 6,642,491 pairs of which 6,329,601 came from the 
United States. In 1918 and 1919, she imported 
5,920,607 pairs of which 5,749,559 were U. S. made. 
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Some Convention----Some Milwaukee----And 
Then Some 


Perpetrated by 
a Boston Man 


all going to Milwaukee. 
To the N. S. R. A. convention on January 
10, 11, 12, 13. 

Business is the base of the convention structure. 
Business that will bring us in closer touch with our 
customers—that will give us more intimate under- 
standings of their desires and their needs. Business 
that brings to our patrons the satisfaction that goes 
with a pleasing purchase and the comfort of knowing 
one has the best of quality, fit and character for 
which one’s dollars have been given in exchange. 
Taking care of our customers builds business and 
justly spells it for uu—BU$INE$$. 


B ateaiss BUSINESS!! That’s why we’re 


Welcome!: Welcome!! to Milwaukee!!! 


The proverbial gates of the city will be swung wide 
open for us all, and the famous key to the city will 
be cast into the deep waters of Lake Michigan, even 
if they have to cut a hole in the ice in order to sink 
it far down. 

Milwaukee’s leading shoe merchants and citizens 
will meet us with outstretched arms—grab our 
hands and tell us how glad they are to have us 
with them—and when Milwaukee men tell us that 
you can bet your bottom dollar they mean it. 

The voice of welcome will be strong, earnest and 
sincere. Bands and orchestras will boom in accom- 
paniment and before we know it we'll be traveling 
Milwaukee territory with smiles that won’t come off. 


Our ladies will be made joyous, happy and con- 
tented by the ladies of Milwaukee. They’ll be made 
to realize that Milwaukee is a real, regular place— 
a homey place with every latchstring hanging out. 
A place where entertainment and amusement 
will do their parts in giving to each and every 
lady a cheery welcome. 


Look Who’s Here! 


“Well, well, if it isn’t little Freddy Newton from 
Huckinsville. How’s the folks, Fred? How’s the 
business?”’ 

“Hi, Jim!’ “Hello, Bill!’ ‘Howdy, Alexander!” 
“Evening, Colonel! How you all been? Missus 
with you? Great show, isn’t it? Splendid exhibits!’ 
And so it goes. Meeting old friends. Making new 
ones. Hearty handshakes. Jovial pats on the back. 
Glad smiles. Laughter and chatter between friends. 
Here and there an eye that gathers the moisture of 
gladness at the meeting of some old friend from 
miles away. Men of Milwaukee, may you garner 
some of the happiness that you are so lavishingly 
giving to others. 

Exhibits that tell the story of shoes from the 
hides, through the tanning, into the shoe factories, 
the machinery and hand operations that make the 
shoes. The wholesale distributors and the retail 
store. The customer, the fitting, the sale and the 
delivery. All the styles from the North to the 
South Pole and in between. Everything in shoe 
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findings and ac- 
cessories will be 
displayed right 
where our eyes 
can grasp the 
smallest detail 
and where the 
hand can test 
the quality, 
flexibility and 
probable service 


| Wes 


ie Advertising 


possibilities through, trade magazines and printed 
matter will be shown 



































in booths where one 
can procure every 
assistance along the 
line of publicity for 
one’s products. 
Staples and novelties, 
foreign and domestic, 
of 1921 models will 
all be displayed and 
demonstrated 
throughout Exhibi- 
tion Hall. It will be 





Tre 7 > 
Fite" SS acca? s 


Se oat 











a grand and glorious 
opportunity for buy- 
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we know about all these things, but think of the 
glorious four-day chance to unload our old troubles 
with their new ways of licking ’em onto the other 
fellow and giving him a chance to pile his end of it 
back onto us. We all ought to travel back home 
loaded to the gunwales with information that informs. 
We are all going to get much instruction when we 
look at the retail shoe business through the eye of 
Milwaukee. These business meets will do wonders, 
but we must certainly see the big— 


Style Show 
That’s the big business pictorial that puts ’em across 
right under your eyes. It will be alive! Alivel! 
Get us? Real, live, honest to goodness actors 
and actresses that move and bend the finest 
uppers that our good makers of footwear can 
produce. Queens, ladies-in-waiting, more ladies, 
butterflies of fashion, maids, kings and courtiers, 
citizens and children. Young folks and old 
folks. Social events, sports. Indoor and out- 
door activities. City and country shoe-wearing 
scenes. Work and play views. Home life, 
office, business, schools, everywhere that shoes 
are worn. A big cast. Under all conditions of 
life and in the proper surroundings will be 
shown the shoes that we sell. 
This movie with its players and their footwear 
we must film with our own eyes. Get as many 
reels as possible. De- 





ers to make comparisons and to place such 
orders as their business warrants. 

This convention is a Milwaukee brew. And 
it'll make Milwaukee famous—all over again. 
(Smiles, cheers, groans, tongues hanging, fierce 
thirsts, growls, etc.) 

The chemists of convention who are preparing 
for us have used just the proper proportions of 
convention ingredients. Business is their base, 
with here and there, and now and then, a gener- 
ous dash of fun. These mixed well together 
and taken in large doses for a period of four 








velop them ourselves 
and later throw them 
on the mental screens 
of the members of our 
home community for 
their benefit as well 
as for our own. 


Fascinating Fun 
We're going to 
come away with a 
lot of amusement 
tucked away in our 








days will convert the saddest, sourest, wall- 
eyed, pigeon-toed pessimist into a whooping, 
howling, red-roaring optimist. 

Different! 

That’s it! This convention is different and that 
means it’s full of new features. The business will 
be constructive and educational. We’re going to get 
a line on all kinds of shoe stores, fixtures, furniture, 
stock, windows, merchandizing, accounting, banking, 
insurance, sales, manufacture, quality, style, fit, 
leathers, findings, rubber goods, stockings and acces- 
sories and then some. The last word in every bloom- 
ing, blessed stunt a man in the shoe business goes up 
against. Best of all we’re going to pool our efforts 
and aspirations for a continued service to the people 
of this nation who buy shoes from us. Collectively 


beans. These conven- 
tion chemists have booked us;for a couple of red 
letter nights. 
We start the al- < oon mao s 
phabet with—A ee ay ~ 
is for Athletes, Pas wee 
able and active, y os 
who will put on 
an accelerating 
show of the high- 
est merit. One 
to remember and 
to rave about. 
One which all the 
ladies can attend. 
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This ought to be some style show in footwork for 
that is what counts big in boxing and wrestling, 
just the same as the style footwear counts big in 
the catch-as-catch-can matches on the store mat. 


B for Ball 


B is for Ball, big, brilliant and beautiful. Blazing 
with lighting effects that would make a rainbow push 
its colors behind a dark cloud. And music, oh boy, 
there’ll be more than enough to make the toes of all 
of us tingle in harmony and we won't stay off the 
floor unless we're tethered. The Terpsichorean 
tendency to tracery with nimble footsteps is one of 
the strongest strains that courses through our systems. 
So we dare ’em to bring on any old fiddlesand rosin 
up the bow. We'll be there and we sure shake a 
couple of wicked feet whether or no the musicians 
turn loose the old-time dances or the jazz a la Mil- 
waukee. We'll be there with both feet. On with 
the dance! 

Milwaukee’s handling of the Japanese is most 
remarkable. California may have her troubles and 
our country may tactfully handle any situation that 
may arise in the future, but it remains for the delight- 
ful city that is to be our host for a few days to work 
it out in their own masterful manner. They have 
made use of the Japanese architecture with its 
natural surroundings of gardens so wonderfully full 
of Oriental color and beauty. When we have par- 
taken of the refreshments served by Japanese maids 
we will know that regardless of other things the 
Japanese Tea Garden is a delight to all and that any 
invasion of similar tea gardens into this country would 
be a boon as well as complying strictly to the 18th 
amendment. 

Softly Now 


Sh—Riglit here we want you to hear a rumor that 
is rolling and rumbling riotously round. They say 
that the serving maids in the big dining hall, wher- 
ever that may be, will be in bathing costume. Now 
who wants to see Lake Michigan? 

Say—we can’t get lost in Milwaukee because the 
city is laid out in squares or blocks and if anyone 


of us should mislay the points of the compass or for- 
get his count, why it’s a simple matter to ask 
policeman if they have ‘em there. And we won't 
fall off the edge of the burg into the lake, for it’s to» 
darned cold to do any bathing in January or in the 
lake. During the day Milwaukeeans get. the same 
kind of sunlight that is served elsewhere, more cr 
less, honest they do, and surely we're not scared of 
the dark for we’ve been retail shoe dealers too long. 
Besides they’ve got there their village all lit up at 
night with about 7,000,000 candle-power lights. 
Watt! 
“SAY, LET’S GO!” 





Travelers to Meet in January 


Annual Convention of National Association to 
Be Held in Des Moines 


Des Moines, December 22—The annual convention 
of the National Shoe Travelers’ Association will be 
held at Des Moines, January 17-18-19. The Board of 
Governors will meet on January 17 to consider the 
actions of the past’ year and the program for the 
convention. On January 18, 19, the regular annual 
convention will be held to which all travelers are 
invited. An important program has been outlined 
so as to give the traveling man in 1921 the best 
suggestions for service to the trade. The head- 
quarters will be at the Hotel Fort. 





FOR WHAT RELIEF CAN WE LOOK TO 
CONGRESS? 
(Concluded from page 55) 
time to come. With this in mind it sets forth that 
the revision it proposes is not aimed at reducing the 
amount of yield, but in changing the manner of levy- 


_ing important taxes. 


“Frank recognition of the situation,” the committee 
says, “brings realization that the country must con- 
tinue for several years to bear a heavy burden of 
taxation.” 


























Shelving provides for single cartons and 


the wall display cases are lighted with 


tilted mirror in base section. The hosiery 
section is taken care of in the rear of dis- 
play window at front—the drawers having 
plate glass fronts. Steam radiators are 
concealed in the shelving with cane panels 
in front. Rugs and runners cover the 
brown linoleum on the floor. 


Men’s shoe store conducted by Fred Gray 
at 1021 Main Street, Kansas City. The 
store is 105 feet deep and 22% feet wide. 
The selling section, however, is only 66 feet 
deep. The window is 1414 feet wide—5 4% 
feet deep in the center and 7 feet at the 
ends. The background is fairly dark green 
with light green stripes. The same color 
scheme prevails throughout the store. 
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“Less of Style— 


American Woman Is 
Now Following the Lead 


of Her French Sister— 








More of Fashion” 


A Tendency Indicating 
An Increase in Pair 


Business During 1921 








HE evolution of style in footwear has brought 
us to the point at which there is less of style, 
as we have known it in the past, and very 
much more of “fashion.” A distinction without a 
difference, you may say, and yet there is a decided 
difference if the style situation is regarded with the 
eye of the analyst or student of the changes which are 
brought about from season to season. 
Heretofore, in decreasing 


first consideration is as to what materials, what 
colors and what general style effects will be the best 
for the trade to consider in their buying, particularly 
in the light of the fact that buying has been so long 
delayed that deliveries will be a serious matter indeed 
if there is even the smallest kind of a rush to cover 
needs for pre-Easter selling for which delivery mus‘ 
be accomplished by March Ist, if the consuming 

trade is to get the goods. 





degree, however, the dis- 
position has been to try and 
settle on some one design of 
shoe, declare that the style 
and push it for all that it is 
worth. Take for instance 
the effort of the recent Fall 
to put out the high blue 
boot as a new style which 
would revive the shoe trade 
instantly. We all know 
what happened. In part, 
it is true, the general trade 
conditions had some bearing, 
but there was more than 
that in the situation. Much 


of the trouble lay in the fact here.” 





“STYLES AND PRICES” 


The article ‘published on this page is 
taken from an address on the subject of 
“Styles and Prices’ made December 15 
by Charles S. Strayer, salesmanager of 
Johansen Bros. Shoe Company, before the 
Associated Shoe Retailers of that city. 
Not only did Mr. Strayer cover his sub- 
ject thoroughly, but he went farther and 
dealt interestingly with the inter-relation 
of all industry and the general trend of 
trade conditions. “We have gone through 
the worst of the situation,” declared Mr. 
Strayer. “The upturn in the shoe field is 


The Importance of 
*““Hem”’ Lines 


A glance at the advanced 
styles shows that gowns 
which have heretofore laid 
much stress on either the 
neck or waist lines have 
now paid real attention to 
“hem” lines and this, as a 
matter of fact, means fancy 
styles—and we feel that we 
can safely predict that the 
present vogue for straps and 
strap effects will predominate 
throughout the Spring and 
Summer season. One of the 
strong points in favor of the 








that womankind has begun 
to discriminate as to the 
footwear which shall be worn and there was nothing 
in the current woman’s garment style which called 
for the blue boot in any quantity. 


Following the Parisian Lead 


As a matter of fact, the women of today are looking 
for footwear which will fit in with and harmonize 
with the costume—not merely in color or in leather, 
but in all its features. The American woman is now 
following the lead of the French woman, who buys 
shoes to harmonize with her costumes and the cos- 
tumes are made to harmonize with the occasion for 
which they are to be worn. By encouragement along 
this lineyou will soon eliminate the possibility of two 
pairs being the extent of a woman’s wardrobe. 

Looking forward, then, to the new season with its 
hopes. and fears as to the business we shall all do, our 


strap effects is the easy 
fitting qualities which overcome many of the troubles 
and complaints continually met with in fitting pump 
and colonial styles. 


A Strap Season Ahead 


The advantage of strap effects is that they permit 
of low vamps along the line of mule vamps with fancy 
quarters. These designs are really copies of early 
Grecian sandals, which styles will permit only of 
straps as fasteners and which allow for the better 
display of fancy and sheer hosiery. 

Indications for colors in women’s shoes are that 
they will follow the vogue in men’s shoes, which, as 
you all know, means a big brown season. Light and 
medium grays and some beaver shades will be in 
demand and of course will be in suedes. 

It is still a very open question whether colored kid 
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low-cuts will be good for the coming season, but there 
are designs being prepared which will carry the gray 
and other colors, in combinations with patent and 
other materials. 


Big White Season Expected 


From orders already placed there is an indication 
ihat the later selling season will be another big white 
,eason with the same effects in straps and patterns as 
shown in other materials. The present indications 
show practically no change as to style of lasts from 
ihe safe and sane styles of today. 

Discussion of conditions in the shoe manufacturing 
and distribution fields is likely to lead us into a narrow 
view of the subject, for more and more as the years 
roll on we are facing the fact that all industries and all 
forms of production are inter-related and inter- 
dependent. The situation in the shoe field is but a 
part—and in reality a very smail part—of the general 
situation. And discussion of a general situation is 
necessary to an understanding of the individual 
situation if an intelligent conception of the whole 
matter is to be had. 


The Independence of Industry 


No one industry is independent of any other 
any more than any one State of this country is 
independent of all of the other States. 

There are problems still to be solved, though some 
may think that we have gone through- with enough. 
And the sooner we realize that we must solve them 
jointly, not independently, the better for all con- 
cerned. The farmer cannotsolve his problems without 
consideration of the manufacturing industry and there 
is no more use in trying artifically tocontrol producing, 
manufacturing and distribution conditions than 
there is in trying to make water run up hill. It simply 
cannot be done. 

For this reason the sooner we all get down to bed 
rock and each and every one of us assume the bur- 
dens that rightfully belong to each and every one of 
us, the sooner we will get clear of the troubles that 
beset us. 

We have, as a matter of fact, gone through the 
worst of the situation in my belief, and the up- 
turn in the shoe field is here. There are multi- 
plying signs of it each day. The pendulum has 
swung backwards sharply during the past sev- 
eral months and while we are justified in looking 
forward to a return swing, let us hope that it 
does not come too rapidly and create another of 
those wild scrambles for merchandise which 
marked the end of 1919. 


Slow, Steady Improvement 


To thinking men, the situation seems to have 
reached its lowest ebb. Just how quickly the re- 
action will be felt is impossible to determine at the 
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present moment, but there are indications of an im- 
provement in the shoe and leather trade. There has 
been a slow but steady improvement in the buying 
by retailers of shoes for their Spring trade. 


Final Liquidation Before Easter 


The final liquidation of your retail stock will come 
with the clearance sales of January and February in 
preparation for your pre-Easter season. These 
depend very largely on the extent to which you have 
already carried your liquidation up to the present 
moment, the price at which you hold your merchan- 
dise now in your stocks, the character of the goods on 
hand and other details with which you are individual- 
ly best acquainted. No other man than yourself can 
answer your own questions in this regard and per- 
sonally I can give you only the general advice that the 
sooner you liquidate your high priced goods, the 
sooner you will be in a position to take your profits on 
the goods which you are now able to buy at an average 
of 35 per cent below what you bought them for during 
the peak of the high price movement with its un- 
reasonable demand and duplication of orders. 


The Next Move Is the Farmer’s 


A tremendous portion of the slowing up of buying 
has been due to the indisposition of the agricultural 
sections to sell their products, but rather to hold them 
for higher prices, an attitude which, together with the 
general disposition to wait for low prices on the other 
fellow’s goods, has reduced consumption to a point 
at which the former underproduction has become a 
decided overproduction. This, however, is changing. 
Research in the districts affected shows that the 
wheat, cotton and corn sections are slowly but surely 
liquidating their debts by disposing of their products 
which they have been holding. They will soon be in 
the market again for their necessities, and the coming 
Spring will unquestionably see the resumption of a 
steady upturn in demand which will improve busi- 
ness all along the line, but with none of that spas- 
modic character which emphasized the Fall of 1919. 

The improvement will be most noticeable, first 
in the wheat sections, next in the cotton areas and 
finally in the heavy corn producing areas. And with 
these improvements in the agricultural section will 
coincidentally come the improvement in the indus- 
tries closely in contact with them. The entire chain 
of distribution and consumption is interdependent 
and what affects one, must affect all. 


The Golden Rule in Bedliinds 


And now we come to the other fellow’s troubles— 
the matter of commercial honesty. In plain, blunt 
English, if we all of us would take our own share of 
the common burdens and bear them ourselves with- 
out trying to “pass the buck” to the next link in the 

(Continued on page 66) 
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Dear Santa: the Hungry Hottentots and other good causes. | 
There are 50,000,000 barefooted folk in Africa. Marconi should be indicted, we think. r 
It There are hundreds of shoe factories idle in e--8 oe I 
\s America. If you will put the bare feet of Africa The decision of the Attorney General that the ww 
im into the empty stockings of America and order dry law applies to American ships at sea will ul st 
[ the bare factories to shoe the bare feet New enable travelers to understand the anguished | m 
- England‘will have a Merry Xmas. Don’t climb cry of the Ancient Mariner, tossing in thirst ee 
4 down the chimney. Walk in the front door. and trouble on the ocean—‘‘Water, water, Ny Pp) 
I ! The latch string is out. everywhere, but not a drop to drink.” in al 
t Yours, * *£ * & w ni 
The American Shoe Industry. The Boston Globe says ““Nuts Are Cheap- C 
mi Se) er’; but before accepting this as final and au- Dy Ci: 
The essential difference between fame and thentic we should like to hear from Danvers, 
notoriety is simple. Notoriety is contemporane- Worcester, Tewksbury and other places where 
ous; fame is post-mortem. Notoriety is noise the nuts are housed and boarded. H | mi 
and victuals on the stomach; fame is silence ; * * * & tir 
and a monument on the chest. The Hall of “That Russian rascal,” said the merchant, th 
i Fame is seldom as profitable as the haul of “tried to make me take 100,000 roubles for the Tl of 
\~} notoriety. Nevertheless, the famous Pilgrim goods, but I made him come to time and pay wv 
Fathers and the notorious Ponzi both landed in me full value.” | 
nl the same place—Plymouth; one on the Rock, “What did you finally make him settle for?” ml th 
> the other on the rocks. “I made him come across with a dollar and a * sh 
A * * * & quarter. He couldn’t put anything over on me.” a, spe 
My! The Roxbury gentleman who lost his watch * *# # « yt me 
(~) and bank roll on a dark corner the other night A Boston paper says the tariff doesn’t fix the oe lon 
declares himself in favor of the two great policies price of things. It does something better. It 
a of the day—Protection and Disarmament. gives work and wages to our people and it tells hy big 
, * *¢ * * the outsider that if he wants to play in our mn 
A local historian says: “The Pilgrims came to yard he has got to settle at our gate. If the Cor 
New England neither thirsting for gold, nor other fellow wants to set up a tariff at his own | ! 
craving for adventure.” Perhaps so. Their gate he will find no kick coming from us. Tariffs to 
descendants today are thirsting for what costs make prerequisites, not prices. list 
gold and have a craving that only adventure ~ oo 
can gratify. Times change; but men and Mexico is on her feet for a fresh start with Th 
palates remain. Obregon and everybody will wish her well. An 
* * * * American now can go down there without fear 
If you feel miserable and melancholy the of being ill-treated and shot; and with the full E 
morning after Christmas, about the region of knowledge that he can be treated and get half the 
the waist-band, you will know it was the dinner. shot in perfect security. There is balm in Gilead coal 
If you blame the vegetables call a veterinary; still and Obregon will distribute it. 
if you lay it to the turkey call a surgeon; if the lh Wie ME G0 
plum pudding is responsible call a plumber. HIOUX! HIOUX! tha: 
oS as ; There was an Indian tribe called Sioux whe 
There are unphilosophical people who rejoice A people of peculiar vioux; 4 nor 
because science has made it possible to telephone They dressed in skins ably 
long distances by wireless. This is going too far. And moccasins, who 
There ought to be some places in the world, out- But now wear coats and pants and shioux; 
side of the Poles and the tropical jungles, where And now they find coul 
a man can have rest and peace, without some Their kin and kind whic 
guy calling him up to come across in a drive for By wearing shioux and cutting bioux ing 
the Suffering Slavs, the Attenuated Armenians, Are registered in our whioux whioux. I asso: 
iW Su 
of m 
‘4 
Htneeunntags UUM" Seen re | TT aaa 11 17 || | TET {if} IHUMUTTNAAH}| | meee y ey aay na Hi 
, Peel i » ttt Pe 1 WET? — thes bn mn rena ib asse; 
A TOC ines discu 
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St. Louis Merchant Describes Significance and 
Origin of the So-Called “Missouri Resolution’’ 


By W. B. HUETTE 


of the N. S. R. A. at the Boston Convention 

that the association had outgrown the Con- 
st!'ution it was working under. One of the articles 
mst criticised was number four, section one, which 
provides that the President and all executive officers 
ar’ to be elected by the Board of Directors from their 
number, thus making a snug-tight little Board of 
Control to handle all the business of the Asso- 
cialion. 


r ees was a strong feeling by many members 


‘his Board was further tightened up by an amend- 
ment, passed at the Boston Convention, whereby re- 
tiring presidents became automatically members of 
the Board, at the expiration of their terms, for a term 
of three years. 


All of which means that 


stitution came up. The following resolution was 
read and passed without a single dissenting vote: 


Text of Resolution 


*‘Be it resolved, that this conven- 
tion does suggest and hereby asks, 
that article four, section one, be 
amended as follows: The words, ‘to 
be elected by the Board of Directors 
from their number,’ be stricken out 
and the words inserted, ‘shall be 
elected by the majority vote of the 
accredited members present.’ ”’ 

This amendment, ifpassed, will restore to every and 
any member their full voting privilege. It may be of 
interest to note here that 





the two thousand or more 


State conventions repre- 





shoe retailers, who had 
spent their time and money, 
many of them coming from 
long. distances, had but a 


The so-called ‘‘Missouri resolution” will 
be one of the issues at the N. S. R. A. Con- 
vention in Milwaukee next month. Hence 


senting merchants of 15 
states held later than the 
Missouri one either en- 
dorsed or passed similar 
resolutions. 


very small impotent voice 
in the running of their own 
convention. 

All they had to do was 
to simply “sit, look and 
listen.” 


The Origin of the Move- 
ment 


the timeliness of this article by Mr. Huette, 
who is chairman of the Publicity Committee 
of the Missouri Shoe Reiailers’ Association. 
The Boot and Shoe Recorder holds no brief 
for either side. Suffice it to say that the 
movement apparently is in line with the 
spirit of the times and that its acceptance 
at conventions representing the retail shoe 
merchants of 15 states gives it weight. It is 
at least worthy of real thought. 


Under the amendment 
submitted for adoption 
there would undoubtedly 
be a number of candidates 
from different states and 
parts of the country for 
the Presidency and down 
the line for all the elective 
offices. This alone would 





But the real objection to 
the present mode of pro- 


stimulate interest on the 








cedure, under article four, 
goes further and lies deeper 
than that, which is, that in a country such as ours, 
where equality of privilege is the very breath of life, 
no number of men comprising a membership of prob- 
ably five thousand intelligent, active business men, 
who also in a way represent 50,000 other shoe retailers, 
could tamely submit to working under a _ rule 
which absolutely disfranchised them, so far as nam- 
ing and electing the officers who are to run the 
association. 

Such arule is bound to be obnoxious to a large body 
of men anywhere or any time. 

Hence when the retail shoe dealers of Missouri 
assembled at their 1920 convention at St. Louis, a 
discussion of article four of the N. S. R. A. Con- 





part of the whole member- 
ship and the retail shoe trade 
at large. This would also mean good business for the 
Association. 

Would Name City Also 

Why also should not the convention name the city 
for its next convention? Is this not a matter concern- 
ing all? If it is, then all should vote on it. We hold 
that the collective judgment of our membership 
is superior to the judgment of any selected board on 
matters of this kind. 

The retail business in all its various lines is the 
most democratic field of endeavor we know of. No 
special diplomas are needed to gain entrance into its 
hospitable ranks. The boy on the street selling 
papers is a retailer. The vendor of produce deliver- 





certmnors as 
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ing his goods from a truck is a retailer. And from 
beginnings as small as these have been reared struc- 
tures of almost unbelievable size, the heads of which 
are not too proud to acknowledge that their first 
venture in retailing was a small acorn planted in the 
fertile soil of American opportunity, from which no 
man or woman to this day is barred. 


Urges Change in Constitution 


No constitution embodying a rule which limits the 
choice of its officers to a Board of Directors, to be 
elected autocratically by them, can stand over a 
membership as wide and far reaching as ours. 








Not stylish, certainly! But the squared toed 
last with its breadth across the ball of the foot 
makes it a mighty desirable shoe for first steps. 
This particular model, of black kid, selected from 
the line of Wilson-Carpenter Co., Inc., Rochester, 
New York. 











It is contrary and altogether antagonistic to the 
real feelings of men engaged in this great business in 
particular, and American citizenship in general. 

The Constitution of the N. S. R. A. should allow 
for widest scope of individuality and individual 
expression through a free and untrammeled vote at 
all conventions. This it does not do now, therefore 
we want it changed to permit of these very things. 





“LESS OF STYLE—MORE OF FASHION’”’ 
(Concluded from page 63) 


chain of distribution of commodities, we each and 
every one of us and the country, as a whole, would be 
in a much better position at all times. 
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We have, in the past year at least, seemingly for- 
gotten that our entire business structure has been 
built upon integrity and has developed only as in- 
tegrity has become more generally the open business 
policy of business men. During the latter portion of 
every period of depression, thrift, industry, efficiency 
and integrity show their effects in and are the caus: 
of the upward trend of all affairs. Conversely, durin; 
the first half of a period of depression we can, if w: 
only will be frank with ourselves, see that grea! 
prosperity brings with it extravagance, indifference 
inefficiency and a disregard for contracts, duties anc 
obligations. These lay the foundation for troubl: 
which is only corrected by the qualities which 1 hav: 
mentioned as bringing about that improvement whicl. 
restores us to ourselves. This, therefore, is the 
fundamental fact. 


Let us all get back to that old fashioned busi- 
ness morality upon which this great country 
has been built up. The. one thing for each and 
every one of us to do from this time on—we 
should have done it all along—is to stick by our 
agreements and insist that those with whom we 
deal shall stick by theirs. With the elimination 
of the wave of business immorality which has 
been sweeping the country we shall get back to a 
real prosperity which will be lasting. 





Cincinnati Plans New Styles 


Look on Milwaukee as Place Where Business 
Will Be Done 


Cincinnati, December 20—The styles shown at the 
Milwaukee convention by the manufacturers of this 
market will be as truly characteristic of the shoe 
center in which they are created as possible. An 
inspection of the styles and patterns that are being 
prepared for the market exhibit of Cincinnati shows 
that while there will be plenty of new designs and 
various modifications, there will be no galaxy of 
extremes. Dependable footwear of quality will 
constitute the making of the entire exhibition. 

The local manufacturers are looking upon this 
convention as being a place for doing business—a 
place where sound judgment in the selection of foot- 
wear for Spring is to be employed. It is to be the 
court of last resort in the decision on styles and 
patterns for the coming season. 

The Cincinnati exhibit will take up one entire 
side of the main auditorium at Milwaukee. It is 
located on the side of the main entrance of the vast 
hall. 

The exhibit will represent a chain of fashion- 
able shoe stores linked together, forming one side of 
a street. It will be known as “Quality Boulevar:,” 
and many will call it Cincinnati Street. 
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A NATIONAL RE-UNION of Industry 


Exchange of greetings between men in 
every field of shoe and leather endeavor. 


And so let's turn the corner 


with the turn of the year. 
—Recorder 


The N. S. R. A. Convention in early January promises to be the 
greatest stimulant to business in any line of industry—therefore let’s take 
this letter as keynote for 1921. 


“It is well that we have holidays such as Christmas to bring home the 
thought of ‘Peace on earth, good will to men.’ It is especially apropos as 
we approach the New Year. If we could put it into our daily lives, it 
would make doing business a joy, not only for those with whom we come 
in contact, but for ourselves as well. Trials and tribulations we will always 
have. Nothing will dispel them quicker than a friendly spirit of co-opera- 
tion among those with whom we come in contact. 


“I think it was Ella Wheeler Wilcox who wrote: 


‘So many ways, so many creeds, 

So many paths that wind and wind, 
When just the art of being kind, 

Is all the old world needs.’ 


‘Pretty near true, isn't it? Why not get together and make it our 
creed for 1921.” 


James P. Orr, 


President 


NATIONAL SHOE RETAILERS’ ASSOC IATION 
Boot and Shoe Recorder, December 25, 1920. 






































Forget the aggravating incidents of the past war-torn 


years and look forward to the great future of the U.S.A. 
—-Charles E. Williams 


Look at Europe and Be Thankful at Home 


By Charles E. Williams, C. E. Williams Shoe Co., St. Louis 

When we hear reports of actual conditions as they are now 
in most of the European countries, and read the headlines in our 
daily papers of what is happening in foreign countries, it seems to 
me that every shoe man, whether he be a manufacturer, whole- 
saler or retailer, has so much to be thankful for that I am unable 
to express it in words in this letter. 

And, as the history of the world tells us that the moment a 
people begins to live in the memories of the past, that moment 
marks the turning point of that people or nation in the progress 
of the world, so we should forget at this Yuletide all the little 
aggravating incidents that have happened during the past war- 
torn years, and look forward to the great future that is now in 
front of every citizen of this most wonderful country of all the 
world—the United States of America. 

* * * * 


Abounding Faith in American Business 


By Milton S. Florsheim, The Florsheim Shoe Co., Chicago 

The people of the United States now realize that new capital 
must be created to fill the vacuum caused by the War. They are 
going to do this by more productivity, greater efficiency, and 
reasonable thrift. 

This makes me have much confidence in the future, and while 
I know that through the terrible recessions in values many of 
our industries were thrown out of alignment—almost went to 
pieces—and some methods, which had heretofore been con- 
sidered unethical, were practiced, nevertheless, | have abounding 
faith in the righteousness of the American business men and 
appreciate that they hold higher principles of integrity than 
those men of any other country in the world. The same esteem, 
high-minded integrity, and general good will which has hereto- 
fore characterized our business transactions will return and be 
more apparent than ever. 

May the New Year crystalize these practices and sentiments. 

* * ~ ~ 


Liquidation Condensed—Now the Turn 
By Max J]. H. Rossbach, National Association of Importers of 
Hides and Skins, New York City 


The drastic drop in prices and reduction in market levels dur- 
ing the past six months has, in my opinion, condensed into a 
comparatively short time what ordinarily would have dragged 
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out over a period of one or more years, and it is for this reason 
that I believe that the turn will come more rapidly than might 
otherwise be anticipated. ‘ 

It seems but fair to say a word about the splendid way in 
which the tanning industry has met this trying time. Practi- 
cally without exception as far as I have learned, tanners have met 
their obligations fully and squarely, 

I look forward to a year of business requiring the closest atten- 
tion and most careful handling, but which will place us on a 
sounder and better basis than we have enjoyed for some time. 

* * * * 
The World’s Nightmare Is Over 
By C. C. Cayce, Secretary St. Louis Shoe Travelers’ Association 

This is a wonderful world that we live in—to lend, or to 
spend, or to give in—but to borrow, or to beg, or to get what's 
your own, it’s the damndest world I have ever known. So 1920 
is a thing of the past. The nightmare is gone and we have a 
Brand New 1921 to make a new start in. So, let's all start to- 
gether with the old slogan of “Live and Let Live’’ made new— 
“Help the Other Fellow as You Help Yourself."’ Just a kind word 
here and there. A little boost for the other fellow, instead of a 
knock, will help get what is coming to all of us in 1921. 

* * * * 


Truth Is Bound to Conquer 


By Harry I. Boyd, Vice-President Pennsylvania Shoe Retailer 
Association. Lancaster, Pa. 

Your idea of exchanging greetings between the men of indus- 
try and the renewal of friendships after the bitter relations of 
the year 1920; is a very good idea however, let it manifest itself 
in deeds rather than in expressions on paper. 

I am sure if we all do our little part in the readjustment of our 
industries, everything will be better and agreeable. 

* * * ~ 
Our Customers—Our Partners 
By Herbert T. Drake, President Emerson Shoe Co., Rockland 

As the New Year approaches, with the Holiday Spirit in the 
air, I like to feel that a new leaf in the book of life is before us— 
a leaf that is unmarred by the bickerings and bitterness that may 
have thrown their shadows across the year that is closing. 

I believe that the New Year will! bring a closer, friendlier rela- 
tionship in business. In a larger sense, I like to feel that our 
customers areour partners, that theirinterests are our interests and 



































Our customers are our partners, their interests are our 
interests and our success depends upon their success.. 


that our success depénds in a great measure upon their success. 
Let us dedicate this New Year to mutual service—Let us meet 
' all perplexing problems in the reciprocal spirit of fair mindedness 
and broad tolerance. 
* * 7 * * 

Consumption Continues Though Production Stopped 
By W. Thatcher Hollis, C. D. Kepner Leather Co., Boston, Muss, 

Greetings and best wishes for 1921 to yourselves from our- 
selves! The consumption of shoes during this past year coupled 
with a radically decreased production of both leather and shoes 
has created a situation that will surely produce a good, healthy 
demand for shoes and leather during next year. 

Part of our industry has already begun to feel the current 
which without question will spread to all branches thereof 
shortly after the New Year. It is up to us to realize that this 
country is not going bankrupt but is headed for a good, healthy, 
common-sense year of business. 

* * * * 


Right Must Prevail 


By R.E. Caradine, Caradine Shoe Company, Memphis, Tenn. 

For the entire shoe craft to have friendship more abundantly 
is a true expression of an American heart that is calling for peace 
on earth and good will to men. This has been a year of revela- 
tion—success and failure have contested the right of way. Right 
must prevail. 


* * * * 


A Little More Friendship 


By J]. E. Wm. Prescott, Secretary-Treasurer lowa Shoe Travelers’ 
Association; Des Moines, lowa 

I fully agree with you that we are all looking forward for a real 
year in 1921, and surely feel optimistic, as things by that time 
will be adjusted and we will get back to a normal basis. It seems 
that we should all be more friendly in business in 1921. After all 
is said and done, we are all dependent one upon the other. 

* * * * 


Clouds Merely Obscure the Sun 


By Phil. A. Becker, Geo. F. Dittmann Boot and Shoe Company, 
St. Louis, Mo. 

The present situation is largely the result of a lack of good will. 

Fear has blinded many men to their obligations and chaos rules. 

We must face the year of 1921 with renewed courage and de- 


— Herbert T. Drake 


termination, success will follow—clouds merely obscure the sun 
—-so it is with the present depression, this country is too wealthy 
to long harbor a spirit of pessimism and consequent depression. 
Let's go! * 

* * * * 


Meet the Situation Man-Fashion 


By Allen H. Meadors, John A. Meadors & Sons, Nashville, Tenn. 
I believe that we are going to have a good year, not possibly 
as big as the last three years, but if we fellows who are in business, 
fromastandpoint of love for our business, love for our community 
and love for our country, will all come up and meet the situation 
like a “‘man” should, it will be easy. 
* * * * 


Shake, and Live Up to It 


By A. N. Blake, Watson Shoe Company, Lynn, Mass. 

Friendship in business comes with increasing confidence to 
those who really look for it, and so it would seem as if, in times 
like these, that mutual efforts to pull each other out of. the 
despondency which is a component part of conditions as they 
exist today would not only help our friends but ourselves. 

On New Year's Day, 1921, why not every one mentally shake 
hands with his business as well as his social friends, wish them a 
Happy and Prosperous New Year, and then start in the next 
morning to live up to these wishes. Until the ultimate consumer 
is persuaded that commodities have reached a low level, business 
cannot revive, nor can we do any more to help gain his confidence 
than by establishing it between ourselves. 

* * * * 


Stability of the Market 


By J]. ]. Desmond, ]. W. & A. P. Howard Company, Corry, Pa. 

In extending our greetings to the industry, I feel that its mem- 
bers are to be congratulated that the very trying situation which 
has been brought about by the readjustment from war-time con- 
ditions has not had still more serious effects. 

In particular I want to express my appreciation to the Heavy 
Leather Group of Tanners who have so ably and capably handled 
their affairs as to have been a source of stability to the industry 
as a whole. 

I feel, too, that the Trade Papers in general are to be compli- 
mented for the strong, sane way in which they have helped to 
overcome the radical and almost vicious propaganda which has so 
longbeencarriedonby some of the more radical of the newspapers. 
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Fundamental Soundness of Country 


By R. P. Hazzard, R. P. Hazzard Company, Gardiner, Me. 

We have everything at hand to make for happiness and pros- 
perity except business confidence. We have been pessimists 
long enough, let's be optimists for a while. 

You know as Americans, we are always going somewhere. We 
have been going down hill long enough, let's have the confidence 
to turn and go up hill for a while, remembering that prosperity 
depends on our appreciation of moral business integrity and in the 
psychology of believing that it is always darkest just before the 
dawn. and if the old saying that “the early bird catches the worm” 
is true, then the fellow who gets up in this darkness will be the 


most successful. 
7 +. +. . 


It Was a Mean Tumble 
By John E. Wilder, Wilder & Co., Chicago 

We realize that the branch of the old tree of prosperity we 
have been riding for the past few years was in reality too rotten 
to hold us. It was a mean tumble we've had to take and the 
rock pile on which we fell was mighty hard and has bruised us. 

We have a lot to be thankful for and above all we are thankful 
for good health, and for the courage to brush off our shins and to 
face the future with the knowledge that we are still in the run- 
ning, and that there are just as good times ahead of us as we 
have ever known in the past. 

We've all been due, and perhaps overdue, to take what we have 
been going through in the year 1920, but I never knew anyone 
yet to thoroughly enjoy a dose of castor oil. Have you? Have 
we had it? We have. 

,-\ The kiddies are all with us at this Christmas time, and the 
stork still brings them into the world barefoot. What better 
cheer do you and I want for the year 19217? HERE'S HOPING! 
* 7” * * 
Right Things and Write Orders 

By Clarence A. Brown, Clauson Shoe Company, Rutland, Vt. 

Yes, some “TEA PARTY” of 1920, only the dumping of shoes 
rather than TEA. 

We have all felt it even up in the Green Mountain State. 

As for 1921, we will not have this trouble if our friends, the 
manufacturers, would only take us into their confidence and give 
us the BENEFIT OF what they really do KNOW as to the last 
words in styles and aboye all the PRICE. They can right things 
and write orders, too. 
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There isn't a better business in the world than our own, 
and no better fellows ever lived than those engaged in it. 



































—John E. Wilder 


Shoes to Lead ‘‘Revival’’ 
By H.E. Slayton, President F. M. Hoyt Shoe Company, Man- 
chester, N. H. 

The keenest students of the business situation absolutely pre- 
dict a revival this Spring and I have confidence that the shoe 
business will be at the head of the processions and that we shall 
see a silver lining to the cloud early in the year, because there is a 
silverliningandthe shoe business is going to get back to normal. | 
believe the morale should be and will be on a very firm foundation. 

+ * * * 
Buyer’s Market Means Service 
By L. S. Wynes, Secretary Illinois Shoe Retailers’ Association, 
Moline, Ill. 

With the approach of 1921, business men in all lines should 
review for the moment their dealings during 1920. The past has 
been a seller's market. The present is and the future will be a 
buyer's market. If we are honest with ourselves, we will have to 
admit all along the line we -have been somewhat indifferent in 
our business dealings. Let us resolve for the coming year to do 
our utmost in rendering service and make 1921 a banner year for 
business, health, happiness and prosperity. 

* a * « 
The Fancy Office Coat 
By Louis J]. Robertson, L. F. Robertson & Sons, New York City 

The less said about 1920 the better. Lead us out of the wilder- 
ness back to the smooth paths of routine business, lacking pyro- 
technics but with a full content of safety and saneness. 

All we have to do is remember that we have 110,000,000 
men, women and children in this country who must wear shoes, 
and if each one only buys an average of two pairs of shoes in 
1921, it will require almost 700,000,000 feet of upper leather and 
almost 200,000,000 pounds of sole leather to produce this quan- 
tity of shoes. 

Even if we have no export business, this is a big bunch of 
leather to turn out and there are many other purposes for leather 
besides shoes. So let us cheer up, take off the fancy office coat 
we have been wearing for a few years, play a little less goif, do 
a little less motoring, and go out and see more customers. 

a * * * 
Christmas Spirit the Year Round 
By John P. Welch, Welch, Moss & Feehan Company, Haverhill 
Mass. 
We are keenly itmipressed by the thought of how surely we 
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Let us resolve to do our utmost in rendering service. 
—Leo S. Wynes 


could all help to rebuild business on a sound and permanent basis 
if we would hold throughout the New Year the confidence in and 
consideration of each other which is engendered by the spirit of 
Christmas. It is obvious that a determined effort to maintain 
our own integrity and the proper regard for the rights of others 
would renew the faith so necessary to bring about a return to 
normal conditions. 
x * * * 
Quit Knocking in 1921 

By F. E. Porter, Thayer-Mc Neil Company, Boston, Mass. 

I heartily approve of your idea for a good year and would sug- 
gest that if we would all forget the past, quit kriocking and go to 
boosting, we could make the coming year the happiest and most 
prosperous in the history of the shoe industry. 

* * * * 


Be a Gloom Chaser 


By W.E. Brelsford, Topeka, Kan. 
Let your voice ring out with gladdening cheer, 
Just say, “Old chap, a Happy New Year,” 
A hearty hand shake, a shoulder pat; 
Say, “‘twenty-one’s going to be a hummer, ‘tis that;” 
Cover your face with a smile so bright 
That'll change this darkness to a day o’ light. 
‘Twill be wonderful, wonderful just to see 
The effect it will have on you and me, 
This spreading of confidence and of cheer 
Will make things hum this next year. 
Why the same old sun that for millions of years 
Has brightened this world and dried our tears, 
Is shining, shining brighter than ever, 
Once this curtain of gloom we sever. 
For the next ten days, keep smiling, men, 
The drop wasn't half so hard as it might have been; 
For every smile like a drop of rain 
Will make “twenty-one” business hum again. 

ok * * * 


Golden Rule 100 Per Cent 


By Alfred W. Donovan, President E. T. Wright & Co., Rockland, 
Mass. 
We are entering upon the New Year of 1921 with a spirit of 
confidence in the future of our industry. 
We still believe that the Golden Rule applied to business 100 
Per cent is the only practical and satisfying way to conduct our 


industry for 1921, and we can assure you that our organization 
will do its part in the application of the Golden Rule to business 
for 1921. 
* * * * 
Keep ’em Coming in ’21 
By R. B. Nay, Nay Shoe Company, Wheeling, W. Va. 

In this word of greeting to my fellow retail merchants, I would 
say: Let us get back to the pre-war practice of ordering our 
needs frequently, and “Keep ‘em coming.” We are in a style - 
transition stage and the wise retail merchant will keep close to 
the actual demand, especially for novelties. Frequent orders 
will keep the factory wheels turning and fresh merchandise on 
our shelves. 

* * + * 
Descent from ‘‘Fool’s Paradise’ 


By .John W. Craddock, Craddock-Terry Company, Lynchburg, Va 

During the last half of the year we have been paying the 
price of cruel, but necessary, reaction and descent from the ‘‘Fool's 
Paradise” in which business had been living during the previous 
period. It is my firm belief that we have passed the crisis of 
our serious malady and are now entering upon a period of 
convalescence. 

The trend of events is but the net result of the combined 
efforts of the individuals concerned; therefore, my message at 
this time is that we all take for our motto your suggestion of 
“Real Service’ and make it the first and controlling consideration 
in our effort for 1921. 

* o* 4 * 


Real Merchants—Not Shopkeepers 


By Frank W. Wiebert, Springfield, Ill. 

I have absolutely no fear about the coming year of 1921, be- 
lieving that we have already passed the worst crisis in our craft, 
for when some poor merchants take inventory January 1, 1921, 
they will soon see what mistakes they have made in 1920 and 
they will wake up to the fact that they must be real merchants 
and not merely shopkeepers, get busy and have in mind two 
things: How to regain lost Good Will and how to get back lost 
customers which must be done by every store, together with kind 
words and compensation. Don't be selfish or grouchy. 

* * * * 


Confidence in New Government 


By E. B. Piekenbrock & Sons, Dubuque, Iowa 
Confidence in the ability of our Government to carry out suc- 
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Play a little less golf, do a little less motoring 


and go out and see more customers. 


cessfully the mission for which it was instituted, namely: Pro- 
tection in the right of Life, Liberty and Pursuit of Happiness. 
Confidence in the integrity of our fellow-men and which con- 
fidence can undoubtedly best be promoted if the Golden Rule, 
‘Do unto others as you would have them do unto you,” is more 
generally observed. 
* * * * 


Buy Normal Needs Economically 
By Fred Levy, Levy Bros., Louisville, Ky. 

At the present time progressive retail merchants are operating 
without profit in order to do their part in bringing back normal 
conditions, and to keep the public sentiment sufficiently stimu- 
lated to purchase actual needs. 

If the public should cease to buy it would mean the wheels of 
industry would be stopped; people would have no money. to 
buy, and prices would avail nothing. On the other hand, if 
working people are kept busy, as they should be, prices to my 
mind will seek a lower level and in due time will reach a new 
normal or a new level, although I feel sure that there will never be 
pre-war prices again, because the laboring people should not and 
would not be satisfied to work under the conditions they did 
prior to the war. 

The only safe and sane course to pursue, as I see it, is for every- 
one to buy normal needs economically, in order to keep the wheels 
of industry moving. This will gradually bring about the new 
normal without bringing any great harm to anyone. 

* - + * 


Figuring on ‘““Today’s Market”’ 


By Samuel Krause, Hirth- Krause Company, Grand Rapids, Mich, 

I remember very distinctly, when a boy, that my father, who 
was also a tanner and shoe manufacturer, would say, “Sam, we 
are going to have a good business this Fall." He knew it would 
be so because the crops were good. When the crops were not 
good, he would always say the negative. ‘We all must admit that 
practically all of the wealth springs up from the earth. The 
crops this year were very large, prices in some instances were 
very good—taken as a whole, prices are fair. We should expect 
that raw materials will have to come down, and labor must 
follow. If labor had to come down first, it would cause a great 
deal of hardship. 

The labor question will have to be reduced a little at a time 
before any further change can be made in the price of shoes. | 
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—Louis J. Robertson 


think it is perfectly safe for a retail shoe merchant to make his 
purchases now for Spring business, for those that wait too long 
will not be able to get their goods in due time for the Spring 


business. 
* * os ~ 


Not as Enemies—but Friends 

By Geo. E. Peirce, Thos. F. Peirce & Son, Providence, R. I. 

I hope that the business upheaval and difficulties which the 
shoe industry has passed through during the year 1920 have not 
made enemies of old friends but that the friendships of years’ 
standing will be made still stronger. If there have been any mis- 
understandings, I hope that by January | these differences will 
be forgotten, and we shall see the same good fellowship for 192! 
which has always existed throughout our industry in the past. 

* * * * 


Inefficient During Inflation Period 


By Elliott L. Macdonald, L. B. Southwick Company, Peabody, Mass. 

The fact is we are all to blame: labor, manufacturer and retail 
merchant, and we might include the banker. They have all 
been more or less inefficient during the inflated era of the war 
period. The fundamentals of economic law have been violated 
and the cardinal principle of business—to give a fair measure of 
service for what we receive—has been forgotten. For the past 
few years the average conception of business has been to see 
how much money could be made without any regard to the serv- 
ice rendered therefor. Such a situation could not endure and 
has collapsed. 

Chastened in spirit and with a feeling of good will toward our 
fellow-men at Christmas time, let us all resolve to correct our own 
faults and strive to give a full measure of service at a fair profit. 
If all of the various branches connected with the great and neces- 
sary shoe and leather industry, from raw stock to the finished 
shoes in the retail merchant's hands, could be imbued with that 
spirit, the fog of gloom now settling down upon us would soon 
be dispelled. 


* * * * 
Watch Your Merchandise Move 
By W. W. Willson, Manager Retail Stores, Rice & Hutchins, 
Boston 
We are confident that as the months go by we will from time 
to time conceive new and progressive ideas for promoting tne 
business and we are going to do our part to properly shoe the 
American Public and keep the factories running and labor ein- 






































The trend of events is but the net result of the 


combined efforts of the individuals concerned. 
—John W. Craddock 


ployed—thereby giving them the purchasing power which every 
merchant desires. 

We placed during the year 1920 many substantial orders— 
reccived the merchandise and sold most of it, and the first orders 
for Spring, 1921, are now in the factories. Some of the shoes are 
cut. We recognize we can not do business without having the 
merchandise and believe we can sell it if we have it. We recog- 
nize that it is no time to gamble or speculate, but rather to buy 
limited amounts, fewer styles, and reduce stock to the minimum, 
endeavoring to make real turnovers during the year 1921. 


* ~ *~ * 
Let’s Fill the Dinner Pails 


By Hermann Bros., Chillicothe, 0. 

Let us also resolve to place at least 50 per cent of our Spring 
business with the manufacturer and jobber at once. Don't 
delay, for this will help others to have a full dinner pail, will keep 
the mills going and the wheels of the world of industry turning. 


+ * * * 
Team Work Overcomes Obstacles 
By A. H.Geuting, Philadelphia, Pa. 

When the manufacturer gets over his fury, and the retailer 
likewise recovers, he will find that one is necessary to the other 
just the same, and to get the best results team-work must be 
inaugurated. 

This spirit of team-work overcomes all obstacles. 

The spirit of Christmas should remind us of that all-embracing 
spirit of good-will and the sooner the shoe trade gets back to this 
basis, the sooner progress will again be resumed. 


* * * * 
The Real Spirit of Buy and Sell 


By Charles P. Vaughan, Dungan, Hood & Co., Philadelphia, Pa. 

What the world needs is industrial activity and the exchange 
of commodities; in no other way can the peoples of the world be 
Sustained, and it seems to me that it is a primary duty of the 
world governments to get themselves on to some substantial 
basis whereby exchange can be properly established, and the 
peoples of the world find proper employment in their various 
fields of activity to relieve the idleness and consequent want 
which is threatening the life and happiness of the peoples of 
every nation. 


Unite Industrial Allies in 1921 


By George R. Virmond, Secretary and Treasurer Caspari & Vir- 
mond Company, Milwaukee, Wis. 

The interests of the manufacturer, as well as the tanner, are 
fully allied with the retail merchant, and uniéss the retail mer- 
chant is taken into consideration, and friendliness expressed in 
this allied combination, the shoe business will not remain an art 
as a profession. 

We sincerely hope and know that these interests of the shoe 
manufacturer, as well as the tanner, will work in harmony for 
1921, and we trust that the combination or an association will be 
formed whereby these three allies will be united for 1921. 


* * +. * 
A Cleaner Stock and ‘“‘Conscience”’ 


By F. M. Nebe, Secretary-Treasurer Iowa Retail Shoe Dealers’ 
Association, Atlantic, lowa 


Forget the past—shake hands and agree to try and apply the 
Golden Rule as much as we possibly can during the next four 
years. 

I say four years, because for the last four years we have had 
no rules, i. e., everyone has made rules of his own, and the only 
thought in mind was “get yours while the getting is good."’ 

A family reunion—a sort of a real old style Methodist Ex- 
perience meeting—would be good for the soul of a large majority 
of business men, and if we could make up our mind to start the 
New Year with the resolution to “do unto others as ye would 
they should do unto you,” I think we would all have a clearer 
conscience, have a smaller stock, less returns and cancellations, 
and—lI believe we would have more real money and less worry. 

* ;2 * * 
. Most Unusual Year in History 
By John J. Baird, The A. E. Pitts Shoe Company, Columbus, O. 

Every man stand on his own feet; do not shift your responsi- 
bilities nor look upon a contract as a mere scrap of paper; be 
true to ourselves and we will have little difficulty in being just 
in our dealings with others. 

‘Thou must be true thyself 
If thou the truth would teach; 
Thy zeal must overflow, if thou 
Another's soul would’st reach. 
It needs the overflow of heart 
To give the lips full speech.” 
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What the world needs is industrial activity and the exchange of 


commodities—in no other way can civilization be sustained. 
—Charles P. Vaughan 


Cultivate a spirit of friendliness, co-operation and service; 
adopt the Rotary slogan in our business: “He profits most who 
serves best,” and the year 1921 will be profitable and enjoyable 
and the world will be better off for our having lived in it. 

* . * * 
Pull Together for Mutual Success 

By M. F. Duff, M. F. Duff Shoe Store, New Orleans, La. 

I consider the unpleasant conditions of the past year were 
pretty much beyond the control of the men of the industry as 
well as the trade in: general, and whilst they have not as yet 
reached their new normal basis, we have all seen and learned 
enough to know that we must pull together for mutual success. 
It, therefore, behooves one and all to extend to each other 
cordially the season's greetings. 

* * + * 
Let’s Cut Profits a Little 
By Arthur E. M. Spring, B. Lowenstein @ Bros., Memphis, Tenn. 

The time is past when the manufacturer, the jobber and 
the retail merchant can put on a little extra profit. If all can 
cut their profit a little, we will win the confidence of the public 
and win out by selling more pairs. Every merchant should 
attend the national convention at Milwaukee even though he 
has to strain every point. I will attend as president of the 
Memphis Shoe Retailers’ Association. 

+ * * * 
Turn and Turn ’em Fast 


By Charles H. Cody, Antigo, Wis. 

The year of 1921 will be a saner, more friendly and more 
profitable business for the shoe industry as a whole, and for each 
individual within the industry in proportion as they serve. The 
days of war and excess profits, the days of mad and foolish spend- 
ing, are gone. The business of 1921 will be built upon a firm and 
solid foundation. This means the readjustment of business and 
our business methods, the re-establishment of confidence be- 
tween the manufacturer and retail merchant, between retail 
merchant and the buying public. This means the curtailment of 
needless expense and the closest possible markup consistent with 
good business. Let us all figure for and work for turnover. Let 
our slogan for 1921 be “To turn them and turn them fast.” 

* * * ad 
Usefulness in Business an Asset 


By Rodney L. Upton, Ex-president Boston Shoe Salesmen’s Asso- 
ciation 
Men speak their heart when they would bring about a better 
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understanding. The prosperity of a Nation or community will 
depend upon its ability to make and to sell with the highest 
possible efficiency. 

Surely this is no time for recriminations and reprisals in busi- 
ness. It is a far better thought, it seems to me, which is given 
expression by Professor Whitehead of Boston University of 
Business Administration when he says, “Unselfishness in business 
is no longer considered as a liability, but a very great asset.” 

* * * * 


Real Economy and Turnover 


By H. S. Parthemore, Walk-Over Boot Shops, Harrisburg, Pa. 

It is up to manufacturers to produce shoes at as low a cost as 
it is possible and then next, it is up to the retailers to sell their 
footwear at as close margins as they possibly can, forgetting 
percentage figures and looking at the dollar margin and de- 
pending upon volume entirely. By having the good will of the 
public and having them Believe In Us, business is bound to be 
good (of course never again seeing war era prosperity), but busi- 
ness will be stabilized and that is the type of business that every 
one of us wants for 1921, good, solid, stable business conditions. 

* * * * 


Let’s Drop Our Doubts 


By J. J. Buckley, President Massachusetts Retail Shoe Merchants’ 
Association 

That is the need of our industry; Confidence in ourselves, 
and in the different branches of the trade. Haven't we been 
watching the other fellow a little too closely and been a little too 
suspicious to our own detriment? 

* * * < 
Times Are ‘“‘On the Mend”’ 
By Frank R. Briggs, Thomas G. Plant & Co., Boston 

The time has arrived to be optimistic over prospects, not on 
the basis of 1919 activity, but optimism because of the silver 
cloud that is beginning to grow over the horizon and take on a 
wholesome, beneficial and sound outline. 

Accumulative force of gradually increased buying to supply 
the requirements of Easter (which comes early this year), with 
the short period left to produce the same, may over-tax pro- 
duction of the present period, and as conserva ive buying 
comes in increasing volume from week to week, it will gradually 
put labor to work and assure a continued purchasing power 
for 1921. 
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THE WALK-OVER SALESMEN WHO COVER THE UNITED STATES 











GEO. E. KEITH COMPANY 


MAKERS OF-WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, ‘MASS., U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND THE 
WORLD OVER. INCLUDING NEW YORK, LONDON ANO.PARIS 
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if This is a time to stop and reflect. 
/| Shoe dealers like everyone else will pause 


to review the results of the year that is 
passing and plan for the year to come. 


And as you go over the sales, and the 
profits of the months that have passed, 
ask yourself this question—are they as 
large, as they might have been? 


Those thousands of shoe dealers who sell 
Wizard Lightfoot Arch Builders may 
readily answer “‘yes”’ to that question. For 
these dealers have found Wizard Lightfoot 
Arch Builders a very profitable line to sell. 


For this there are several reasons. 


Backed by broad educational advertising cam- 

aigns, Wizard Lightfoot Arch Builders are 
| ae the country over. The dealer who sells 
Wizards simply meets an already created demand 
and in doing so, gains added prestige for his store. 


Wizard Lightfoot Arch Builders are a safe line 
tosell. They are scientifically designed and made 
to relieve foot troubles, by removing the cause 
of them. 

To insure beneficial results: Wizards are sold 
by expert fitters who have taken a course in the 
National School of Orthopraxy. The diploma 
they receive on completing a satisfactory course, 
is a guarantee of their ability. 


There is a real opportunity for every shoe dealer 
to add to his sales and profits through selling 
Wizard Lightfoot Arch Builders. If you want 
the whole story—write us, and in the meantime— 


A successful, prosperous year for you in 1921. 


Wizard Lightfoot Appliance Company 
1767 Locust St., St. Louis, Mo. 
810 Marbridge Bldg., New York City, N. Y. 


European Headquarters: 
Central Chambers, South Castle St. 
Liverpool, England 
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Our Artist’s Conception of Two Highlights of 
Mite _ 


the Milwaukee Convention — 














Making a Shoe Repair Department Profitable 


From “Ames Holden Shoe Facts,’’ Published 
by Ames, Holden, McCready, Ltd., Montreal 


“Many shoe retailers regard the 
repair department at best as a sort of 
poor relation, and hide it away in an 
obscure corner of the back store where 
no one can see it. Some seem to con- 
sider a repair department unprofitable 
and unnecessary, and dispense with it 
altogether. 

“On the other hand, many of the 
most progressive and successful shoe 
stores maintain repair departments 
which not only render valuable service 
to the store’s customers but pay a nice 
profit to the business. Readers of Shoe 
Facts will no doubt be interested in an 
investigation recently made of this 
feature of the shoe business. 


Should Be Made Feature 


“Every shoe retailer has to do some 
shoe repairing for his customers, and 
his problem is to decide whether it is 
better to conduct his own repair depart- 
ment, or send the work out to be done. 

“It is largely a personal, individual 
problem, depending to some extent on 
the store location, size and rental, goods 
handled, class of customers—and to a 
far greater degree on whether or not the 
dealer favors. it. On the whole, we 
believe that the majority of the larger 
shoe stores can maintain a repair de- 
partment and make it pay if it is run 
economically and made a feature, in- 


stead of an unimportant detail, of the 
store’s service. 


Increase in Demand for Repairs 


“Habits of thrift and motives of 
economy resulting from the high price 
of shoes have brought about a great 
increase in the demand for repairs, 
especially in the better grades of foot- 
wear. A store that has a good repair 
department and makes a prominent 
feature of it by use of signs, window- 
cards, and other advertising will be 
visited by a good number of customers 
who want repair work done, and who 
become interested in and buy some- 
thing they see while in the store. 

“Also, when a customer has bought 
a new pair of shoes which he puts on to 
“‘wear out,” it is good business for the 
salesman to suggest straightening the 
heels, or putting new soles and rubber 
heels on the old pair, before sending 
them home. Nine times out of ten the 
customer will thank the salesman for 
the suggestion and leave the shoes to 
be repaired. 


Proper Machinery Necessary 


“If the repair work is to be satis- 
factory to the customer, and profitable 
to the store, it must be well done and 
charged for at. a good price. If the work 
is well done—if the shoe is “rebuilt” 


and not merely cobbled—the customer 
will gladly pay a good price for the work. 
“The most up-to-date repair depart- 
ments rebuild and completely renovate 
shoes before sending them home. After 
the repair work is finished, the shoes are 
polished, new laces put in, the shoes are 
wrapped in tissue paper and delivered 
in a neat carton. These little atten- 
tions to details always make a good 
impression and bring results. 


Workman Inside Shoe 


“‘A shoe merchant in the Western 
States uses an unusual “stunt” to ad- 
vertise his repair business. In the 
space beside the doorway he has a 
gigantic shoe, built of wood and en- 
cased in leather. It is about eight feet 
long and four and a half feet high, and 
wide enough for a’ workman to stand 
inside it and use a small electric repair 
machine. 

“Of course, this is a very unusual 
form of advertising, but some more or 
less striking style of sign or display 
should be used to advertise the repair 
department. Advertisements and show 
cards can be prepared, picturing the 
great convenience and saving the repair 
department affords to the store’s cus- 
tomers and the public at large. ‘The ! 
difference between shoes remade and 


(Continued on page 92) 
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Comfort Boudoirs and Ballets In Stock 


Immediate Shipments 


VICI KID BALLET 
Child's, 834-11. .$1.40 
Misses’, 1144-2.. 1.45 
Growing Girls’, 266. 
5o 





Gym Oxford. Misses’, 
114-2 $1. 45 
Growing Girls’. 24-6. 
$1.50 





Women’s W hole : 
Comfort, Women’s Whole 


Berson, » Rubber 
~~ 7-8 Ru 
Hee $2.75 


29 Ral Rubber Heel. 
$2.75 








Comfort Blu. Oxford, 7-8 
Rubber Heel........ $2.50 


AlsoJl, 2, 3 Strap Sandals, High and Low Heels 
All Turn Bowed and Fine Bright Cab. Terms 2 per cent 10 days, net 30 


THE BAY STATE SLIPPER CO., Haverhill, Mass. 




















THREE FAST SELLING 
SHOE DRESSINGS 


They are particularly in demand now—- 
and al] are of “Griffin”? quality 


rupert gn GRIFFIN ee 
GRIFFIN wo ‘amd, Uae, tind te 
“R APID 99 GRIFF IN rita Scouts re hieam, 
“‘In-Er -Tube”’ ita nme ne ~ 
BLACK oh Std nates, . Ceandien 


A quick dye that dyes to a BLACK SHOE CREAM no injurious acids. It is to 


jet black any color leather. ‘ ‘ = the leather what cold cream 
Leaves no disagreeable odor. Polishes easy, roqures no liquid, keeps is to the skin. 
3 oz. size, per gross, $22.30, indefinitely, remains soft to the last. 3 oz. Size, $21.00 per en 


per doz. $2.00. Per gross, $15.00 Per doz., $1.30 $1.80 per Doz. 
GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET - NEW YORK, U.S. A. | 
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“Sine macula macla”’—Without blemish—the motto of the House of 
Quincy has remained the true sentiment of the Quincy family in 
America. They can all point with fpride to their untarnished coat-of- 
arms. 


In leather “heraldry,’’ the same motto could fitly be added to the tower- 
and-castle ‘“‘coat-of-arms” of New Castle. ‘Without blemish” as to trade 
dealings; ‘‘without blemish’’ as to the product itself, New Castle stands as 
an untarnished name in the world of leathers. 


NEW CASTLE KID 


BLACK WHITE COLORS 


New Castle Leather Company, Inc. 
NEW YORK 


MONTREAL, CANADA BOSTON CHICAGO CINCINNATI 
and the Principal Leather and Shoe Centres Everywhere 


Factory: Wilmington, Del. 
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S sole manufacturers of VICI KID \ we realize 
our responsibility. 


We are bound, not only to maintain the quality 
of VICI, but also to bring to it every bit of better- 


ment that we can. 


Remember—in ordering your shoes of VICI that 


There 1s only one VICI KID. 
There never has been any other. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia —_:: ¢f =! Pennsylvania 
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The Latest Styles 


Require 


enti tits 


TRADE © MARK 
Its various adaptations are 
found in the best accepted 
‘Vogue in both France and 
America. We supply widths 
for all styles. 


Everlastik, Inc. 


52 Chauncy St., Boston 
395 B’way, New York 
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_ Are You Awake? 


[F so,'take advantage of the low prices now being 
made on shoes. 
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They are not going to last. 
January will show this change. 


Buy now while you can to advantage. 


C. D. Kepner Leather Co. 
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sep une, tote SIDE LEATHERS 
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Overshoes 


“Cloudy today and tomorrow ; 
probably rain or snow tonight.” 


UDDENLY it comes upon us—the heavy 
snowfall. Rough weather; but the farmers, 
miners, railroad men and drivers must plod thru it. 


They are men of bed-rock practicality, these 
customers of yours—they demand service and they 
have proved to their own satisfaction the stubborn 
wear and quality of the Converse Tire Sole Line. 


Besides these heavy-duty overshoes, the Converse 
line comprises boots, pacs, leather tops, gaiters, 
and light weight rubbers. They are all built of 
selected materials, reinforced at the wear spots, con- 


structed on our special, time-tested lasts. 





Stock up now. There’s not a minute to lose. 
We are ready to ship your orders on the dot. 


Pawnee —Six buckle, red, all-rubber gaiter. 
Fleece-lined. Easy to slip on and off 
over leather shoes. 


Red Caboose —Heavy-duty work rubber. (Used to be 
Men’s “Carrier”.) | Pure white double 
sole. White, top binding. 

Nebraska . . —Four buckle, all-rubber gaiter in black. 
Warmly fleece-lined. Comfortable over 
leather shoes. 


Black Caboose—Aill the sterling quality of Red Caboose 
in black rubber. 


Immediate Deliveries 


CONVERSE RUBBER SHOE COMPANY 


Factory: Malden, Mass. 
Service Branches: 


' New York—142 Duane Street Chicago—618-626 W. Jackson Blvd. 
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CHRISTMAS BUSINESS GOOD 


Evening and Boudoir Slippers and 
Accessories Sell Well 


The larger shoe merchants and the 
managers of shoe departments in the 
big department stores here have ceased 
to cavil at poor business. Considering 
other lines, shoes are holding their own 
nicely at present and those retail mer- 
chants who were wise enough to capital- 
ize the Christmas shopping spirit have 
reaped some benefit. Sales of evening 
slippers, boudoir and house slippers, 
hosiery, buckles and other accessories 
have been fully up to those of last 
year, according to the merchants who 
made a drive for this class of business. 

In men’s shoes some business was 
stimulated through the sale of mer- 
chandise bonds, certificates, or what- 
ever other name they carried. The 
Walk-Over and Regal stores featured 
these certificates in window displays 
and advertising and more of. the exclu- 
sive dealers also sold them this year. 
In view of the public’s widespread 
belief that prices will be lower after the 
holidays, the opportunity to sell against 
a future demand was all the stronger. 
However, if reduction sales are staged 
widely, as many believe, the profit on 
these certificates will be cut-if the 
holders wait until the markdown sales 
before cashing them in. 


Low Price Attracts Good Trade 


That people will buy shoes in large 
quantities when offered good wmer- 
chandise at attractive prices was 
demonstrated by the crowds that 
flocked to the Cammeyer 34th Street 
store sale late last week. Two prices 
were featured, $6.95 for most of the 
low shoes and $9.95 for high shoes. 
Business at the latter price was larger 
than at the lower price. A certain 
amount of higher-priced strap sandals 
and pumps and high-grade oxfords 
were included in the latter figure and 
found a strong demand, according to 
Officials of the company. 


wer 
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New York 


BIG TRADE DINNER PLANNED 


Allied Shoe and Leather Industries 
to Meet February 3 


Definite plans for the holding of a 
dinner rally of the Allied Shoe and 
Leather Industries of Greater New 
York on February 3 at the Hotel 
Astor were consummated last week at 
a meeting of the various interests at 
the Bush Terminal Sales Building. 

John Slater of J. & J. Slater and 
president of the Retail Shoe Dealers’ 
Association of New York is general 
chairman of the big event, which is 
expected to bring together for the first 
time representatives of every branch 
of the hide, leather and shoe business 
in this city and vicinity. The various 
associations back of the movement for 
the combination dinner are the Whole- 
sale Shoe League of New York, the 
Shoe Manufacturers’ Board of. Trade, 
the Hide and Leather Association of 
New York, the Retail Shoe Dealers’ 
Association of New York and the Boot 
and Shoe Travelers’ Association of 
New York. 

The next meeting of the committee 
in charge of the affair will be held on 
January 5 in the Bush Terminal Sales 
Building, according to notices being 
sent out by S. A. McOmber, secretary- 
treasurer of the committee. 


Denies That Stores Will Close 


For some weeks New York has been 
filled with rumors that several of the 
large department stores intended clos- 
ing down on January 1 or January 17 
for a period of two weeks or more, then 
to reopen and engage all their help at 
a lower wage scale. Horace A. Saks 
of Saks & Co., and president of the 
Retail Dry Goods Association of New 
York, emphatically denied these rumors, 
as did also W. de S. Trenholm, secre- 
tary of the association. The rumor 
applied to a number of Brooklyn stores 
as well. According to Mr. Saks, all 
the large stores in the city are in good 
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financial condition and labor can be 
deflated by methods other than a 
general layoff and a re-engagement at a 
lower scale. The store labor market in 
the city is softening and much of the 
new help employed for the holiday 
season was engaged at a lower scale 
than was paid a year ago. It is ex- 
pected that the first of the year will see 
a general reduction in working staffs 
in most of the stores in an effort to 
reduce overhead expenses. Many of 
the slackers are being weeded out now 
and replaced by more efficient sales- 
people at the same rate of pay or lower. 





Winter Window Trim de Luxe 


Another set of attractive win- 
dows was sprung last week by the 
John Ward store on Broadway. 
Each of the three large windows 
was dressed with a real wintry, 
“Christmassy” trim. The floor 
was covered with cotton and dia- 
mond dust to represent snow. 
Small hills had been built up at 
the sides and backs of the win- 
dows and the background was 
painted in representation of a 
Winter scene. Mirrors were used 
to represent ice ponds and small 
figures of skaters were shown on 
these. The figures were held up- 
right by small threads, which were 
invisible at a little distance. Shoes 
were injected into the trim only 
at the front of the window. 











‘*Millerites’’?’ Have Annual Dinner 


The “‘Millerites,’’ an organization of 
the employes of the four I. Miller stores 
in New York, held their annual dinner 
and entertainment in the Jungle Room 
of Healy’s, Columbus Avenue and 
65th Street, Saturday night, December 
18. The dinner part of the affair con- 
sisted of an old-fashioned “beefsteak,”’ 
followed by a program of high-class 
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Where to Buy 


Women’s Shoes 

















Women’s McKay : 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 


Factory, ee Line ly vy 














E. A. & M. C. Witherell Co. 


Manufacturers 


Women’s Turn 
Boots and Slippers 
Facto: 
Haverhill, Mass. 
Boston 6 
147 Lincoln St. 








FOR THE 
HOLIDAY 


Boudoir Stipaers in stock for imme- 
diate delivery, made of best materials obtain- 
poems“ Blue, Red, Pink and Tan. Order 
Black $1.35, Colors 

$1. Soe. 5%, 10 days, net 30. 
SILVER SHOE 0. Haverhill, Mass. 








COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS | 


Tle ki ia Black Satin 
EA 


Factory, mie 


eae Row Boston Office 
Haverhill, Mass. 110 Lincoln St 


lin. St 








SIXTY STYLES OF 
COMFORT SHOES 


Polish, Sandals, otc 
lined 


Sa 
TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 


PHILLIPS-CRAM “*. 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 

















Women’s Turn Kid 
Comfort Boots 


IMMEDIATE DELIVERY 


Gate be Gomme pales oe case inte, canis t runs, 
sizes 4 to 8, plain or tip toe. Price $2.85. 
Cushion sock ining, rubber heels. Terms 5% 


10 days net 30. 
SILVER SHOE CO. Haverhill, Mass. 


BOUDOTIRS 
BLACKS, $1.25 


COLORS, $1.45 
THE RAYMOND FOOTWEAR CO. 
HAVERHILL, MASS. 

















professional talent, supplemented by 
turns by the employes themselves. 
About 400 persons attended the dinner, 
including the entire Miller family and 
many other prominent New York shoe 
men. A dance followed the entertain- 
ment program. As‘a testimonial of 
the esteem in which the employes hold 
I. Miller, he was presented with a gold 
cigarette case. The members of the 
Miller family present included I. Miller, 
George, Maurice, Charles, Michael and 
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Irving, besides their wives and Mr 
Miller’s daughters. 


Hart Elected President 


Percy E. Hart of Cammeyer’s was 
elected president of the Retail Stores’ 
Executive Association at the annual 
meeting here last week at the Hotel 
Pennsylvania. He is the only sie 
man represented on the list of officers 
or the board of directors. 


Rochester 


SHOE MERCHANTS ON EXECU- 
TIVE BOARD OF CHAMBER 
OF COMMERCE 


Shoe men here are interested in 
plans for reorganizing the Retail Mer- 
chants’ Council of the Rochester 
Chamber of Commerce according to 
trade groups. This new arrangement 
will permit each trade to discuss its 
particular problems separately, while 
the General Executive Committee will 
take up the matters pertaining to all 
trades. At the annual meeting of the 
council, two well-known shoe men of 
this city were honored. William 
Pidgeon, Jr., and O. K. Johnson of the 
William Eastwood & Son Co. were 
elected to the executive board of 
fifteen. 


Association Elects Officers 


The Rochester Shoe Superintendents’ 
and Foremen’s Association has elected 
officers as follows: President, J. Austin 
Cox of the Sherwood Shoe Company; 
vice-president,- Chris Diemer of the 
Menihan Shoe Company; corresponding 
secretary, J. McGrath of the Levinson 
Company; financial secretary, Charles 
Donaghue of the C. P. Ford Company; 
treasurer, Thomas Kerwin of the Utz 
& Dunn Company; sergeant-at-arms, 
Paul Stangorr of the Sherwood Shoe 
Company. The association held a 
Christmas party at its clubrooms, Main 
and Swan Streets, on December 22 for 
members and families. 


A “Reception Room’’ Store 


Ed O’Shea, formerly manager of the 
Sterling store and also associated with 
the Walk-Over, now maintains a store 
in Clinton Avenue South, where he 
sells the O’Shea Normal Shoe. When 
the customer enters O’Shea’s store he 
sees no shoes on shelves, because this 
establishment has introduced the “re- 
ception room” idea. All shoes are kept 
in the rear of the store out of sight of 
the purchaser. 


Nominating Committee Named by 
Merchants 


On the Nominating Committee of 
the Rochester Retail Shoe Dealers’ 
Association, the following have been 
appointed: William Pidgeon, Jr., chiir- 
man; Fred H. Sutherland, Philip Leck- 
inger, John Schmanke and E. J. Esser. 
The election will be held at the first 
meeting in January. 


Business Conditions Better 


This week witnessed a slight improve- 
ment in business conditions. Grad- 
ually many of the idle workers are 
beginning to return to their jobs, and 
the effect of this is_ being felt. Shoe 
merchants are trying to bring the holi- 
day trade up to what it has been in 
past years by generous newspaper 
advertising. “Footwear as a suitable 
gift for Christmas” was the ringing 
message that came from every news- 
paper ad and window display. 


Special Car to Milwaukee 


“On to Milwaukee,” is the slogan of 
the Rochester Retail Shoe Dealers’ 
Association. Rochester’s delegation will 
leave on a special car leaving the city 
at 10 o’clock in the evening of Satur- 
day, January 8. Syracuse and Buffalo 
retailers bound for the big conclave also 
will be in special cars in the same train, 
and there promises to be a lively time. 
Indications now point to the largest 
representation that this city has ever 
sent to a national shoe retailers’ 
convention. 


New Member Admitted 


M. De Frank, of 369 Orange Street. 
has been admitted. to membershi) in 
the Rochester Retail Shoe Dealers’ 
Association. 


Planning to Boost “Thrift Week” 


With the organization of various 
committees to further the activiti:s of 
National Thrift Week plans are well 
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under way for preaching the gospel of 
thrift in this city. Oscar Johnson, 
Ramey Webster and William Pidgeon, 


Jr., have been appointed on the shoe 
men’s committee which will raise money 
for advertising thrift week. 


Cincinnati 


PUBLIC BUYING STEADILY 


Weather Given Much Credit—Cus- 
tomers’ Attitude Is Changing 


loliday trading at the local shoe 
steres has compared well with that of 
las. year in spite of the fact that prices 
ar’ considerably lower now than at 
tht time. The early part of the season 
having been backward due to the 
weather, the local merchants feel that 
the continued steady sale of seasonable 
footwear during the time when people 
are buying gifts for their friends and 
are giving little thought to their own 
needs for wearing apparel was most 
satisfactory and could be attributed 
largely to the wintry weather prevalent 
during the last féw weeks. 

Judged by the aggregate of sales 
both in pairs and in dollars and cents 
at the local stores during the holiday 
season, it would seem that the public’s 
attitude toward buying has changed. 
People do not seem to be holding off 
now for a better price as much as they 
did a few weeks ago. Merchants here 
state that they are noticing a willing- 
ness to buy where there is a real need, 
and that people are not so inclined to 
make the old pair do as they were. 


Factory Bookings Curtailed 


The bookings at the local factories 
during the last week have shown their 


usual curtailment in volume as a result — 


of the busy retail selling season just 
before Christmas. In fact, it seems 
that few merchants have found time to 
place orders during the last two weeks. 
And besides the fact that the busy 
retail season has left little time for the 


placing of orders, the effect of the 
tendency to hold off until the national 
convention has also been felt to some 
degree. 


Big Crowd Going to Milwaukee 


It is predicted that there will be a 
larger attendance at the Milwaukee 
convention than at any previous one 
in the history of the shoe industry. 
This prediction is being substantiated 
by the large number of reservations 
being made for transportation on special 
trains, and also for hotel accommoda- 
tions in Milwaukee. The Cincinnati 
and Columbus train, sections of which 
will join at Indianapolis, is expected to 
be the largest special train carrying 
shoemen from this vicinity to any pre- 
vious convention. Henry Hagemann, 
412 Johnston Bldg., Cincinnati, is 
handling the reservations and he re- 
ports unprecedented numbers as early 
as a week before Christmas. The 
Cincinnati-Columbus Special will leave 
the respective cities on the evening of 
January 9, and arrive at Milwaukee on 
the following morning. 


T. C. Mirkil Confers with President 
Orr 


T. C. Mirkil, secretary of the National 
Retail Shoe Dealers’ Association, was 
in Cincinnati this week in conference 
with President Orr. Matters pertain- 
ing to the details of the program of the 
convention were gone over. Both Mr. 
Orr and Mr. Mirkil left the latter part 
of the week to go to Milwaukee where 
they will work with the Convention 
Committee in adding the final touches 
before the great show starts. 


Los Angeles 


MOVIES STIMULATE STYLE 


Swiss Models Introduced by the 
Bootery 


Due in part to the close proximity 
of the movie industry, Los Angeles 
merchants are constantly bringing out 
new ideas in footwear and receiving 
inspiration from the film folk, who as 
a class are very keen on style and 
demand the last word in apparel. 
Many attractive models have been 
evolved with their aid and many styles 


worn by them have been modified and 
become staple and popular priced for 
the multitude. 

The Bootery, with its stores in Los 
Angeles, Pasadena and San Francisco, 
has a large patronage among the screen 
favorites. They are now showing a 
couple of models recently imported 
from Bally’s, Switzerland, which are 
proving very popular. One is a pump 
made of changeable black and gold 
metal cloth. The French heel is 


covered with black and gold checker- 
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Where to Buy 


Women’s Shoes 

















Home Ease 


PRINCESS—in Stock = 
Glazed 


phlet showing 
troit 


BRANDAU SHOE CO., De Mich. 
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IN-STOCK 


Complete me of Men's = 


Evere A t "in Hay jomeos and 

— Brown, 
B olden Brown. 
Also Wares 's Boudoirs in 
Cabretta and Quilted Satin, 
all colors. 


ABBOTT SHOE CO., No. Reading, Mass. 











FERN & POOR CO., Inc. = 


ufacturera 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 


for the wholesale trade 3 











ALGIER SHOE MFG. CO. 
ier Phoe 
ahs = SATISF: 


Highest Grade Women’s Shees, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 
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Qeneneneeoevocenses. 


Girls’ “Spartan” Shoes 
Boots and Oxfords 

Plenty in Stock 

Send for price list 
Factory Direct to You 


aia Png co. 
Lynn, Mass. 











“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Tarned 
scores OXFORDS 


D SANDALS 
Cushion Seck 


Widths, D,E,EE = 
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BOUDOIRS IN STOCK 
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Where to Buy 


Men’s Shoes 
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M.A PACKARD COMPANY ((p) 
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MEN'S FINE SHOEMAKERS 
BROCKTON 


















































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 









































Gentlemen’s 


Shoes - 
A.E. Nettleton Co. 


SYRACUSE, N.Y. 
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board metal cloth and the large tongue 
is made of the same material with a 
small gilt buckle at the base. The 
other is made of a fancy gold metal 
cloth and is laced with gold ribbon. 
Both are short vamps. 


Exclusive Sport Model 


Another shoe which is exclusive 
with The Bootery is a sport oxford of 
white buckskin, open throat outlined 
with black patent, and three eyelet 
lace over the instep. This oxford has 
a black patent wing tip extending ‘back 
to the instep. It retails for $19.50 
and is very smart looking. 

By the way, tongue pumps are fore- 
cast as one of the big sellers for Spring 
and a great many are being shown 
already. Magnes Shoe Company are 
displaying a patent pump with French 
heel, ornamented with a large fanlike 
tongue outlined in gold thread. 

Gray suedes are in great demand, 
especially in low shoes. One seen at 
the College Boot Shop is especially 
striking. It is inlaid all around the 
vamp with white kid in attractive 
pattern. Inlays are seen on a great 








many boots also. Beads are used 
extensively on evening slippers.” 


Men Buying Freely 


Mr. McGiffin of Innes Shoe Com- 
pany states that now that men’s 
shoes are down approximately to a 
pre-war level their patrons are agzin 
buying freely, instead of one pair at a 
time. Women, he states, have always 
bought pretty much what they wanted, 
irrespective of the price. Men siill 
cling to the tans and browns, as these 
are practicable for almost any occasion, 
but blacks are again coming to ihe 
front. 


Willow Calf Shoe Popular 

The Florsheim Shoe Company have 
been having a wonderful success witii a 
shoe which they call the “‘Tourist.”” It 
is made of tan willow calf with exten- 
sion sole, on a good, comfortable street 
last, and combines service and comfort 
with style. 

Young Shoe Company are opening 
their fifth store in Los Angeles, at 6th 
and Olive Streets. 


Minneapolis 


MERCHANTS ARE CONFIDENT 


Despite Public’s Sales Resistance— 
A Slow Selling Season 


Unreasonably warm weather, com- 
bined with a tendency on the part of the 
buying public to feel that shoes can be 
purchased at lower prices after January 
1, is keeping down the volume of retail 
sales. However, Twin City merchants 
are meeting the situation in the same 
way. Lower prices, new styles, button 
displays and plenty of good advertising 
is the method used to put punch into a 
slow selling season, and the live mer- 
chants are facing this testing time with 
confidence, knowing that a new and 
better kind of prosperity is coming in the 
near future, a prosperity based upon a 
closer relation between the members of 
the shoe craft. 


STENDAL TALKS SALES 


Also Representative from Knox 
School of Salesmanship 

C. M. Stendal, one of the leading 
Nicolet Avenue retail shoe merchants 
recently secured the services of Mr. 
Knox of the Knox School of Salesman- 
ship, to talk to his salesmen, and feeling 
that it was too good to keep to them- 
selves, they extended a general invita- 
tion to the retail shoe salesmen of Min- 
neapolis to attend the meeting. 


Mr. Knox is a high powered selling 
enthusiast and gave a splendid talk that 
will help in “getting more shoes sold 
right” in Minneapolis. 


In Holiday Garb 


Twin city shoe men are dressing their 
stores in holiday attire preparing to get 
their share of the holiday business. 
Comfy slippers, boudoirs, party slip- 
pers, fancy hosiery and buckles are 
offered in large assortments to prospec- 
tive Christmas shoppers. 


NELSON STORE CONVENTION 


A Semi-Monthly Meet of Manager 
and Salesmen 


Last week the manager and salesmen 
of the Nelson Shoe Stores gathered at 
the 20th Avenue store for their semi- 
monthly meeting. C. F. Ainsworth of 
the Hood Rubber Company gave a very 
interesting and instructive talk on the 
correct method of selling and fitting 
rubber footwear. Mr. Ainsworth, or 
“Frank,” as he is known to the boys, is 
an old-time rubber salesman and possess- 
es a world of experience in the rubber 
game, and this knowledge he passed on 
to the boys in a way that will prove val- 
uable to them in retailing rubber foot- 


wear. 
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Turnover Is Treated 


John R. Grigg, associated with the 
John W. Thomas Company in their 
shoe section, gave a brief talk on ‘“The 
Turnover as a Selling Service.” 

These meetings of the Nelson stores 
are clearing houses for the ideas and ex- 
periences of the selling force for a two 
weeks’ period, and never a meeting goes 
by without some highly valuable ideas 
being advanced. 


Live Wire House | 


The Nelson Shoe Company is one of 
the live organizations of Minneapolis, 
starting eight years ago with a capital 


of $1,200. The story of how Edward 
Nelson built up the business to its pres- 
ent prosperous condition reads like a 
romance. Mr. Nelson now owns three 
stores in Minneapolis, any one of which 
is a credit to the ability and energy of 
the man behind the business. 


A New Manager 


W. T. Brundy is the new manager of 
the Sorosis Shoe Department of the John 
W. Thomas Company, Minneapolis. 
Mr. Brundy succeeds D. D. Bryson, who 
recently took charge of the shoe depart- 
ment of the Schuneman & Evans of St. 
Paul. 


Lynchburg 


FACTORIES WORKING AT MORE 
NEARLY NORMAL CAPACITY 


All of the shoe factories in Lynchburg 
are operating, but the Craddock-Terry 
and Fritz-Richards plants are planning 
to shut down for the usual short Christ- 
mas vacation within the next few days. 
Practically all shoe production here is 
under normal although some of the 
Craddock-Terry factories are producing 
little less than the ordinary output. 
This company, employing approxi- 
mately 1,200 men and women, is 
operating from four to six days a 
week. 

The workers in the cutting room of the 
Fritz-Richards plant already have been 
laid off until the first of the year. The 
entire plant will not close down until all 
work started has been completed. The 
Smith-Briscoe factory is producing at 
about 75 per cent of normal, working 
five days each week. 


Spring Revival Expected 

The manufacturers are not entirely 
pessimistic in their outlook. In the 
opinion of the president of one of the 
companies business may be slow until 
early Spring when it will speedily go 
back normal. A director in another 
company reports that bad collections 
are the most discouraging factor in the 
present conditions. 


Retail Trade Fair 


Many men’s clothing merchants who 
handle shoes as a side line report that 
the sales in their footwear departments 
make up the best part of their business. 
Cut in prices have been made by most 
of these stores. The styles which lead 
vary from store to store. Some of them 
are selling as many low cut brogues as 
high shoes. Others are featuring plainer 
English lasts, while one store’s sales 
have been limited almost exclusively to 
the standard medium toe lasts. 


Providence 


ON TO MILWAUKEE 


Rhode Island Association Elect 
Delegates to Convention 


The Rhode Island Shoe Retailers’ 
Association have elected Edward S. 
Lafayette of Woonsocket and Frank E. 
Ballou of this city as delegates to the 
National Shoe Retailers’ Association 
Convention, which will be held in Mil- 
waukee January 10-13. “Bert” Thomas 
and Fred S. Fenner of Providence are 
alternates, with Roy S. Whitmore as 
alternate-at-large. 


Better Business Predicted 


Reports from sections south and 
west of Providence show that the public, 


after holding off from buying shoes for 
months, is now just beginning to buy 
again. Local merchants state that by 
January, much better business is 
looked for. 


Early Closing the Rule 

Early closing was the rule in the 
downtown retail stores during the 
holiday shopping rush. This was in 
accordance with a decision of the 
Executive Committee of the retail 
merchants’ division of the Chamber of 
Commerce. The stores closed at six 
o’clock, with the exception of Saturday, 
December 18, and Friday, December 
24, when they remained open until 
nine o'clock. Salesmen, who in former 
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Men’s Shoes 




















WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
a Tongue and Back S trap. 
Send for beghineediine whe 
you can sell these 


A.H. ante 
ag be ey} WIS. 
Established 1887 











senneeseer 


Stock Dept. 5 


CC 
Is at Your Service Cy 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








155 Wane 


penises Wentnite 
SEE OUR CATALOG 


wets mace 196 CHURCH STRIBT,N-Y. 


IN OUR 
BROCKTON 
FACTORIES 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 
SHOES, 6 to 14Inches 
'TS,14 to 20 Inches 
Send for Catalog and 
rices 


REECE SHOE COMPANY 
Columbus, Nebraska, U S. A. 











Where to Buy 


Boys’ Shoes 




















BOYS 


ENROD 
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A Shoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











90 








Where to Buy 


Children’s Shoes 




















H.H.FREELAND 





A Wonderful Line 
for the Wholesaler 
In Stock—aAll leath- 
er, $4.85 doz., and u 

wards. Also a full 
line of Ladies’ Pump 
Straps. 


SOFT SOLES: 





NU BABY SHOE CO., East Lynn, Mass. 


W.C.Goodger 


Manufacturer of 
Children’s Dlexible Gurn Shoes 
For. =a Ey 2. 2 eh 
89 Allen St.. Rochester, D7 




















HAVE YOU SEEN OUR LINES? 
FACTORY 1 FACTORY 2 
Slumber t Soles 


ks | Hand Made Moccasins 
‘cot Comfort Slippers Infants’ Turns 
(Double Eiderdown) (1-8) 
In Stock Now—Nature Lasts 
THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego, N. Y. 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 


F. W. HAHN CO. 
ROCHESTER NEW YORK 








| ‘Bonitet Shoe * Baby 


TURNS and SOFT SOLES 


In Stock - 


Send. /@r Catalog 


ALH.Martin@ 


Mekew ## ROCHESTER NY 











“ELAM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 








Rochester, N. Y. 
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years were worn out by the late Christ- 
mas shopping and were not able to 
enjoy the holiday, express themselves, 
according to Secretary H. Nelson 
Street, as much pleased with this rul- 
ing, which will now become a per- 
manent policy. 


New Shoe Store Opens 
A new shoe store opened recently at 
93 Washington Street, corner of Clem- 
ence Street, known as the “Uptown 
Corner,” just above the Strand Theatre. 
The name on the store reads, “‘Men’s 
Wear Shoe Company.” Displayed in 
the window are men’s welt shoes in 
latest styles, which are being offered 
to the public at $5.55. Cards in the 
windows read: “These shoes formerly 

sold for as high as $10 and up.” 


CHRISTMAS SUGGESTIONS 
Novelty Strap Boots Are Displayed 
at $10.98 

The Outlet Company had on display 
in one of its large show windows a list 
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of Christmas suggestions, among which 
appeared, ‘““Women’s Novelty six-strap 
boots in black and brown suede, flexible 
sole, with full Louis heel and plain toes, 
sizes 21% to 7, at $10.98. 

Other footwear suggestions for Christ- 
mas gifts were women’s felt slippers and 
moccasins in all styles; children’s jersey 
and leatherette leggings; men’s slippers 
and Indian moccasins; boys’ and chil- 
dren’s slippers and moccasins. 

Buying during the holidays was very 
heavy according to Louis Steiner of the 
shoe department. 


Strap Pumps Popular 


At the F. E. Ballou Company’s 
store, corner of Weybosset and Eddy 
Streets, one and two-strap pumps are 
in demand, both in satins and leathers, 
with full Louis heels. Popular effects 
are in brown and gray ooze, retailing at 
$12. A beautiful shoe with brown kid 
vamp and gray ooze quarter, baby Louis 
heel, and another in a black satin, with 
baby Louis heels, are big sellers. 


Lynn 


A TWO SEASONS’ PROGRAM 


An Argument for Both Low Cuts 
and Boots in 1921 


That 1921 should bring two seasons, 
one for the sale of low cuts, the other 
for the sale of boots, is an argument 
heard here and there in Lynn. Of 
course, low cuts now have the call, 
and Lynn manufacturers will make 
them from now until the season’s end, 
which may be next September or 
October, or even November. 

However, they argue, why not 
revive boots for next Fall and Winter. 
During January and February, and 
even in March, there will be some very 
good chances to test out boots. New 
styles, higher or lower, might be tried, 
or button boots, or panel top boots, 
or such other designs as may occur to 
the style men. The test of some new 
boot styles early in the year might 
show the way to sell more boots in 
the Fall of the year. 


Sport Oxfords of Russia Calf 


The A. M. Creighton factories have 
booked orders for sport oxfords, with 
Russia calf uppers, and rubber soles. 
The soles are of a new type, made 
especially for sport shoes. Besides, the 
firm has orders for sport shoes of white 
buck leather, with kid, or calf leather 
trimmings of brown, champagne, or 
black. These shoes have leather soles 
and military heels. Those sport shoes 
with rubber soles, by the way, have 


either low walking heels or spring heels. 
Some new samples of strap-style shoes 
of suede leathers, and, also, some new 
panel style oxfords will be shown at the 
A. M. Creighton office in Boston during 
January market. 


A New. Sabot Design 


Mitchell Caunt Co. have a new sabot. 
Its strap buttons to either side of the 
shoe. The buttons may be “‘set over,” 
to make the strap fit smoothly over the 
ankle, the same as the top buttons on 
boots may be set over, to make the 
boots fit around the leg. This new 
sabot is made of gray suede, brown 
suede, blue kid, black kid and Russia 
calf leathers. 


To Move to Keene 


Raymond, Swig, Malloy Company 
will move from 587 Washington Street, 
Lynn, to Keene, N. H., where they will 
begin manufacturing early in the new 
year. They make a general line of 
American welt shoes for women, misses, 
children and growing girls for the retail 
trade. Also, they make the Dr. Swig 
health shoe. H. B. Swig, salesmanager, 
will have a stock department at the 
Keene factory. 


Suede Pumps for Spring 


A brown suede pump, with a strap 
1%4 inches broad, and three oblong cut- 
outs in the strap, to give an oblong 





Dec. 25, 1920 


effect, is one of the new shoes from the 
Lynch Shoe Company. It has a full 
Louis heel. Also, the factory is making 
two-strap oxfords, with patent leather 
vyamps, and gray suede quarters. The 
straps fasten with buckles. Yet some 
buyers prefer a pattern that provides 
for one broad strap, which fastens with 
two brown buttons. Russia calf sport 
oxfords, with two straps, fastening 
with buckles, and Russia calf walking 
boots are being made by the Lynch 
Company for the New York trade. 
‘They have military heels, 13-8 high. 


Last Specified by Rockefeller 


Foundation 


A curious looking last at the factory 
of Goodwin Brothers was modeled from 
designs furnished by the Rockefeller 
foundation. It is of standard measure- 
ments, but its inside edge line is so 
straight that it can be proved with a 
square edge, such as mechanics use. It 
has rather a high arch, which is brought 
forward almost to the ball of the foot, 
and a high instep. Shoes made on it 
will have flexible shanks. There will be 
no built in arch supports or like devices. 
The bottom of the forepart of the last 
is moulded so that it looks something 
like the bottom of a bare foot. The 
insole that is laid on this last will have 
an elevation that should fit up under 
the transverse arch of the foot, and 
support it. The instep is high. Claim 
is made that, so fashioned, the laces 
of a tightly laced shoe will not bind the 
cords of the instep of the foot. Some- 
times, shoes are so tight on the instep 
they raise a welt, or even alump. The 


BOOT AND SHOE RECORDER 


last is quite different from any of the 
regular Lynn lasts. 


Patterns by the Bushel 


A “Recorder” correspondent called 
at the Sanborn shop the past week. 
They had patterns by the bushel— 
actually bushel boxes as full of patterns 
as Santa Claus pack is full of todays. 
A box, of the peck size, sufficed for 
patterns, until the new style era came in. 
And this is not a quantity production 
shop, either. A pattern has got to be 
right, or it doesn’t get into this shop, 
which is said, not in praise of the shop, 
but to emphasize the fact that shoe 
manufacturers are using more patterns 
than ever and prettier patterns, too. 
And Sanborn looks on, and says, 
“Standardization was the sin of the 
shoe trade. But it’s been repented of, 
and is passed. Shoes should be pretty. 
Every woman who buys footwear is 
entitled to individuality in style, or, 
in other words, shoes on her feet as 
pretty as the hat on her head.” 


Tongues Plaited by Machine 

Fanlike tongues, a fashion for the 
Spring, may be plaited by machine, if 
they are of satin, or like fabric. Lynn 
experts hope to find a way to plait 
leather tongues by machine. The plait- 
ing machine has a little device for fold- 
ing the material, to make a plait edge, 
and of two cylinders which iron the 
plait, to make a crease. The cylinders 
are heated either by gas or electricity. 
The experts know just what heat to 
apply to fabric, to make a good crease. 
They have yet to determine what de- 
grees of heat will plait leather. 


Columbus 


HOLIDAY TRADE GOOD 


‘Successful Campaign Held to In- 
duce Morning Shopping 


While local shoe merchants say 
that the holiday trade was satisfactory, 
due in some degree to the aggressive 
advertising campaigns, they admit 
that cold weather with a little snow 
would have helped conditions to a great 
degree. Merchants express pleasure 
over the increasing number of women 
who did their Christmas shopping in 
the mornings. They say that at that 
time the clerks have more time to show 
the merchandise and to take care of 
‘heir customers. The morning shop- 
ping was due to a great extent to the 
offer of several of the large department 
‘iores to allow an extra 5 per cent dis- 


count on all purchases bought between . 


tne hours of 8.30 and 11.30 A. M. 


ATTACK IS ‘“SSQUELCHED”’ 


Columbus Paper Published Facts 
About Shoe Industry 


In one of the local papers the early 
part of the past week appeared a letter 
written by one of the reporters, advis- 
ing the public to hold off btying all 
wearing apparel, as the prices would be 
much lower later on. The local shoe 
merchants, through the Columbus Shoe 
Club, entered a complaint and the 
newspaper retracted the statement by 
publishing a letter setting forth the 
actual conditions that exist in the shoe 
industry today. The letter as pub- 
lished follows: 

“One cannot walk through the retail 
section of High Street without being 
greatly impressed by the difference in 
shoe prices this year, as compared to 
those that obtained last year. The 








Where to Buy 


Children’s Shoes 

















° “HIGH CUTS, TURNS” 
Pat. lace gray suede top cir. fox spring 
heel 4-8 
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Pat. lace gray kid cir. fox heel 4-8 $2.60 
Pat lace gray buck top cr. — heel 


cent 10, Net 30 
HEARN SHOE CO. 


JouN ,* . kita 
tlantic Ave. 








H.C. Brown ComMPaANy 








O-RE s 


KO-REC TOE 


THE L. D. STICKLES SHOE CO., Mfrs. 
Minnesota 
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“In Stock Turns” 
“Limited Quantity”’ 
Pat. buttoned white cab. sped cir. fox no 


‘Terms 5 per cent 10, Net 30 


JOHN M. HEARN SHOE CO. 
Atlantic Ave. 

















Where to Buy 


Ballet Slippers 

















“Flexo” 
GYMNASIUM 
SHO 


Ss ager 
Women’s Dull Goat Oxford, $1.20 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 








QUILTED SATIN 


BOUDOIRS 


Brown Kid, $2.10 Red Kid, $2.10 
™_ Sisck Kid, $2.00 


BALLET SLIPPERS 
Black Kid, $1.75 and $2.00 
JOHN E. McNAMARA, Haverhill, Mass. 











A REAL HIGH CLASS 
BALLET 
Finest Workmanship 
omare Hes Kid, Sizes 74 Pat mt oe 


$1. 
Chitd's a ae to “1036. - $1.55 











Carried in stock for at 
PURITAN SHOE CO., Inc. 4 Reade St., N. Y.C. 








92 








Where to Buy 


Standard Shoe Materials 

















T. W. oqpecs. Pres. 
Ww.G - DONALD, bgt 
JONES, Treas. 


F. E. JONES COMPANY 


cocors MAT KID 


95 South Street, Boston 











The One 

Waterproof 

Leather That 

Takesand Re- 

tains a Polish 

Creese & Cook Co. $5S5out" Fir 


Tanneries at Danversport 
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MEYER’S THREAD 

is used in all sizes and colors 
for hand as well as machine 
— They are for sale 
by all the ieodlien boot and 
shoe findings houses through- 
out the world. If pocanast 

get it of your jobber, 
irect and we will see that 
ax orders are filled promptly by the nearest 

obber in your territory. 

MEYER THREAD CO. Lowell, Mass. 


MMM 


GUARANTEED 
HUB TWO YEARS 


ww Hub Gore means Quality and 
Service, because the Best of 
Materials and Highest Skilled 

Labor are Used. 
= BOSTON OFFICE NEW YORK OFFICE 
= 52 Chauncy St. 395 Broadway 
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DUCOOREREGOGUEEREGUGUDEAGODODCAAEOOUDURGRGGOUUROSROCEOE ERR GOGtORGROROOORORROOED 


Colored 
Chrome 
Sides 


: Beggs & Cobb, Inc. » Boston, Mase. 


COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Sommer St. 


Formerly Walpole St Shoe Supply Co. 
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Where to Buy 


Shoes at Auction 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 








SONEROCOROONOEEOOOES 


Every Wednesday and Friday 
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lower prices are for the most part 
anticipatory since the reductions made 
by manufacturer on regular lines of 
goods have not been great enough to 
warrant the sizeable sacrifices made by 
the merchants. There has been a slight 
letting up in buying on account of un- 
seasonable weather, and in view of the 
fact that overhead expenses is large 
and practically continuous, the mer- 
chant is compelled to sell his wares to 
raise the money for immediate needs. 
Shoes will be cheaper, at least some 
kinds. Good shoes cannot be reduced 
in proportion to the cheaper grades. 
The hides that are reaching the market 
these days are for the most part coun- 
try hides and are unfit for the produc- 
tion of high-grade shoes, because the 
farmer does not know how to remove 
the hide from the animal so that it is 
free from cuts and scars. Besides, the 
hides that are now selling at such low 
figures will not be available as_ shoe 
leather for some time to come so it is 
reasonable that the shoes on the shelf 
of the retailer at this time have been 
produced out of high-priced hides and 
labor. There seems to be no prospect 
of an immediate reduction in the price 
of labor and this is one of the most 
important items entering into the cost 
of making shoes.” 


Plants to Reopen January 1 


The local shoe plants are closed now 
for their holiday vacation. They expect 
to reopen the first of the year, at which 
time they hope that enough orders will 
be on hand to keep them busy until the 
Spring and Summer season is over. 





Pittsburgh Notes 


NEWS STORY MAKES SALES 


Merchants Take Quick Advantage 
of Falling Price Reports 

An unexpected impetus was given 
the Christmas drive to boost local 
shoe sales when all the local dailies ran 
stories recently to the effect of a 
general slump in prices. Naturally 
there was plenty of interest, and in 
follow-up stories shoe reductions came 
in for a*goodly mention. The local 
shops were quick to take advantage, 
and several came out with special 
sales, with bigger cuts in prices noted 
than for a couple of seasons. Results 
are reported as generally gratifying. 
The Walk-Over concern beat the field 
with a $6 sale, the distinction being 
not in low price, which was equalled 
by several others, but in their quick- 
ness of action. 

President Verner Improved 


President Verner of the P. S. D. A. 
who has been ill for some time is 
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reported as almost recovered. Though 
not entirely better, he has found time 
to be on the job at his concern’s down- 
town store. 


Stetsons in Department Store 

In 10 years or more, Holbrook and 
Petty have planted themselves firmly 
as local, exclusive Stetson shoe agents, 
and their business on a comparative 
basis can equal any similar establish- 
ment’s the country over. Now comes 
the news that a department store in 
town will install the Stetson brand. 
The name of the store is not yet 
announced. 





MAKING A SHOE REPAIR DE- 
PARTMENT PROFITABLE 
(Coneluded from page 77) 
shoes cobbled can be pointed out—the 
remade shoes are rebuilt on machinery 
similar to that on which the shoes were 
originally made, restoring most of their 
original good looks, comfort and wear- 

ing qualities. 


Delivery Promise Should be Kept 


“Probably the most important fea- 
ture in the success of the repair depart- 
ment is being able to make definite 
promises of delivery and to deliver 
shoes when promised. This is especially 
true in the case of shoes to be called 
for by the customer. 

“One shoe store uses an ingenious 
plan to solve this problem. The repair 
man is supplied with a number of cards 
about ten inches wide by six inches. 
deep—one with ‘Monday Morning” 
printed on it, one with ‘‘Monday After- 
noon,” and so on for every morning and 
afternoon of the week’s working days. 

“If the repair man has enough work 
in hand on Saturday morning to keep. 
him busy for a full day, the ‘Monday 
Afternoon” card is hung up in a promi- 
nent place in the store—which means. 
that any new repair work that comes in 
can be promised for Monday afternoon. 

‘The store that uses this plan is able 
to deliver practically every repair job 
exactly when it is promised, and its 
repair department is a profitable adjunct 
to the business. 

“‘A shoe store that operates a good 
repair department need have no fear 
that by repairing their customers’ 
shoes they are thereby restricting their 
sales of footwear. To build up and 
maintain a good, profitable shoe busi- 
ness, you must do more than sell shoes 
—you must see that your customers 
get foot comfort and shoe satisfaction. 
By helping to prolong the life and use- 
fulness of the shoes you sell, you will 
render a service to your customers. 
which will bring you big returns.” 
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St. Louis 


FACTORY INCREASE NOTED 


More Buying Reported, Also Labor 
More Efficient 

Except for the normal closing for the 
holiday period which is experienced 
every year the factory operations of the 
St. Louis manufacturing houses will 
continue on about the same level as has 
obtained during the past several weeks. 
There has been some slight increase in 
the volume of production, but most of 
this is being taken care of by an in- 
crease in the efficiency of the factory 
forces which, in the present period of 
increasing unemployment, seems to be 
realizing that the slack workers are the 
ones who are not getting back to work 
when factory help is wanted and also 
that the slackers are the ones that are 
being let out when forces are reduced. 

The increased buying which has 
really become quite noticeable is en- 
couraging the St. Louis houses in their 
belief that after the first of the year there 
will be real activity in the market, but 
the limited period for pre-Easter de- 
liveries is still giving concern. The 
specialty plants are fairly busy, while 
reports from the salesmen in the field 
very generally are more encouraging 
than for some time. Shipments at 
present continue to be in the small lots, 
indicating the present attitude of re- 
tail merchants very clearly, while the 
sizing orders that are coming in also 
demonstrate that merchants are finding 
their stocks materially depleted and 
are fortifying themselves. This latter 
is also taken as an indication that mer- 
chants will have to begin ordering soon, 
if they expect to do any real Spring 
business. 


Consumers Await Clearance Sales 


In the St. Louis retail stores business 
has been very largely on the usual 
Christmas purchases, while the normal 
buying, that is for actual needs, is 
slackening as is usual at this time, with 
the consumers apparently looking for 
the January and February clearance 
sales, which they are assuming will 
give them current season goods that 
will cover their needs until the Spring 
and Summer season opens. The actual 
volume of business that is being done 
by the retail merchants seems to be a 
variable quantity in its comparisons 
with the past. Some assert that they 
are doing as good a business as last year 
at this time while others are admitting 
that their volume is off. It is notable, 
however, that the most optimistic re- 
ports come from the retail stores which 
have put their goods down to an ap- 
proximate replacement basis, have 


marked off their losses and are trying 
to go ahead on the prices that are 
superinduced by a recognition of pres- 
ent wholesale costs. The cut price sales 
which have interfered with the shoe 
business rather continuously for the 
past several months are still something 
of a feature of the retail market, but the 
offerings are proving steadily less at- 
tractive and they are expected to wear 
out with the coming clearance sales of 
the early part of 1921. 


Little Activity in Leather Market 


A brief survey of the leather houses 
and representatives in this market in- 
dicates that the manufacturing houses 
are not covering themselves very heav- 
ily against the future—in fact that they 
are, with a very few exceptions, ap- 
parently determined to wait a little 
longer to determine the retail merchants’ 
buying policy a little more clearly. 
Some houses are covering the future on 
materials that are reasonably safe as to 
color, quality and stability of demand 
for Spring footwear, but nothing of a 
novelty character is being taken. The 
price situation in leather does not seem 
to have so much, bearing as the matter 
of need of material. The disposition 
is not to have any excess of material 
on hand. 


Final Milwaukee Plans Discussed 


The St. Louis Association of Shoe 
Manufacturers and Wholesalers, at its 
meeting last week, completed all the 
final details of the exhibit at Milwaukee, 
the week of the convention of the 
National Shoe Retailers’ Association, 
so far as the organization could, and 
left the rest to the committees in 
charge of the work. The display com- 
mittee, headed by Howard V. Stephens, 
of the Johnson, Stephens & Shinkle 
Shoe Company, with Charles S. Strayer, 
of the Johansen Bros. Shoe Company, 
as chief aide, has attended to all the 
details of preparation of the general 
setting of the St. Louis exhibit and its 
24 booths, as well as the construction 
of the individual display cases which 
each exhibitor will have and which will 
be uniform in every detail. The total 
expenditure on the joint display, apart 
from the samples to be shown and the 
traveling expense, etc., to the con- 
vention will aggregate $30,000 and the 
Association feels confident that the 
display will make the same sort of a 
surprise hit as did the St. Louis display 
at the Boston convention. All arrange- 
ments have been made for the dinner 
which is to be given to the local and 
visiting shoe retailers who will be in St. 
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Where to Buy 


Engraving and Printing 

















COLOR PRINTING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 








F[EcaY Say 


a ran 





“Fa best in Shoe Din 
jon be poe 


193 Eooex St. Boston 
71 Bente. St. Brockton, 

















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. = 
Telephone 4960-4961 








in 


XC cin, 











Where to Buy 


Window Trim Material 














Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 











QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
growing directory for all the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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Where to Buy 


Miscellaneous 

















D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - R.I. 











OHIO AND VICINITY SHOE 
DEALERS ATTENTION! 
Arma of 


QOESANS 


© SAN-bacs FoR mocERN FOOTWwHan) 
Carried in Stock. 
Quick Service. 


THE R. & S. RUBBER CO. 
1267 W. 6th St., - - Cleveland, Ohio 








BOUDOIRS 


Carried In Stock 


THE CLARE BOUDOIR CO. 
Haverhill, Mass. 


aueeneene 





orm FREE USE 





Of Shoe Cuts, Covers, Borders, Etc., fo: 
Booklet, Catalog or Folder, if ge! Place. the 
= printing with us; or we will Sell S 

= at $1.25 each. 

3 SEND FOR FULL PARTICULARS F 
= N.H. GROVER CO., R 63, 161 Summer St., Boston 








A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 








913 Gates Ave., Brooklyn, N. Y. 





» SHOE BUCKLES 

Sot OF EVERY DESCRIPTION 

“= BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MONTAGUE ST. BROOKLYN.N Y. 





Better Multigraphing 


LETTERS, CIRCULARS, 
OFFICE FORMS, . 
HOUSE ORGANS 


Send for Samples and Prices 


‘F.S. ROOT CO.., 6 6 Beacon St. 
Boston, M 








HEEL. ie ranged Linings 
ite for Catalogue and Price List 
L. G. ass 'O., Mfgrs.. 81 High St., Boston, Mass. 
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Louis January 8 on their way to Mil- 
waukee. This dinner will be had at the 
Hotel Jefferson and taxis will be pro- 
vided to take the entire party to the 
special train which has been arranged 
for to take the St. Louis manufactur- 
ers, retailers and visitors to Milwaukee 
direct, arriving there Sunday noon. 


Retail Shoe Store Sold 


The retail shoe store which has been 
operated by the Hartman-Nathe Shoe 
Company in St. Louis has been ac- 
quired by A. C. Hartman, who will 
conduct it individually at the old 
location, 2701 N. 14th Street. A. G. 
Nathe will establish himself in the re- 
tail shoe business in another part of 
the city shortly after the first of the 
year. 


C. S. Strayer Addresses Merchants 


The monthly dinner of the Associated 
Shoe Retailers at the American Hotel, 
Wednesday, December 15, was an in- 
teresting and largely attended affair, 
the retailers taking occasion to get to- 
gether for informative reasons at this 
the last meeting before the trip to Mil- 
waukee, starting January 8. The prin- 
cipal speaker of the evening was 
Charles S. Strayer, manager of sales 
for the Johansen Bros. Shoe Company, 
and an unexpected, but a welcome, 
guest was Everit B. Terhune, general 
manager of the “Boot and Shoe Re- 
corder.”” Mr. Strayer discussed style, 
prices; manufacturing conditions and 
the cancellation habit, while Mr. Ter- 
hune, who was called on for some im- 
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promptu remarks, went into the general 
situation with especial relation to the 
shoe field, both manufacturing and 
retail. Following the speech making 
there was a round table discussion of 
conditions by the members of the As- 
sociation who also took occasion to 
question the speakers of the evening 
closely as to conditions, facts and 
figures. 


New Plant Under Way 


The plant of the Carthage Shoe 
Mfg. Company, one of the latest en- 
trants into the Missouri shoe manu- 
facturing field, is getting under way with 
the usual minor delays incident to the 
opening of the new factory. The gen- 
eral manager and vice-president, Harry 
D. Weber, reports that the factory is 
getting into smooth operation and that 
the outlook is for a good Spring season 
for the special lines which the plant will 
manufacture. Mr. Weber was in St. 
Louis recently on business -connected 
with the factory getting materials, etc., 
required for operation. 


New Findings Plant Planned 


Woodward & Cochey, manufacturers 
of shoe findings, operating factories at 
Chicago and Lynn, Mass., have an- 
nounced to the industrial department 
of the Chamber of Commerce that they 
will locate a factory in St. Louis. A site 
for the plant has been obtained at the 
corner of Eugenia Street and Jefferson 
Avenue by George H. Fox, general 
manager of the company, and the fac- 
tory will begin operations January 1. 


Boston 


HAPPY NEW YEAR 


Boston Merchants Enjoyed Pros- 
perous 1920—Optimistic for 1921 


A survey of the retail shoe stores re- 
veals the fact that business with the 
majority of the merchants for the 12 
months just completed has been ahead 
of that of 1919. Retail shoe merchants 
and shoe department managers are 
looking forward optimistically to a still 
better business for 1921. Their shelves 
are well cleared and they are refilling 
them with the latest footwear and foot- 
wear accessory creations, and at prices 
which are within the reach of every 
purse. The first few months of 1921 
will undoubtedly see generous mark- 
downs of odds and ends at 10 per 
cent reductions, perhaps more. Shoes 
will be repriced on a fair valuation of 
today’s market. 


Christmas Business Good 


The Christmas business at shoe 
stores and shoe departments has been 
very good. Slippers of leather and felt 
have moved lively, also spats, hosiery, 
and buckles. Attractive booths were 
arranged in most of the stores to dis- 
play slippers, and hosiery was especially 
emphasized. One high grade men’s 
shoe store devoted a generous space in 
the daily papers to the exclusive ad- 
vertising of men’s socks as “‘a practical 
gift and always acceptable.” Decora- 
tions of both windows and _ interiors 
were most artistic; in many cases extra 
salespeople were engaged. Stocks were 
well advertised at attractive prices— 
the merchants of - Boston certainly 
worked energetically and  conscien- 
tiously, and are to be congratulated on 
the good results obtained. 
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MANY NOVELTIES SHOWN 


Optimists All the Time at the Hagan 
Shoe Store 


At Hagan’s many novelty styles were 
shown the past week—for instance, a 
bracelet boot with wave top of 12 
inches in brown kid and gray suede 
was displayed beside a similar style in 
black kid and suede. Another novelty 
shown was a dark blue satin and suede 
in bracelet effect. Slipper styles shown 
were novel and a good Christmas busi- 
ness was transacted thereon. P. F. 
Girard of this store reports that busi- 
ness this year will go ahead of last year. 
“We are optimists all the time here,” 
said Mr. Girard. “I think that the situa- 
tion looks brighter all the time. I was 
talking this morning with a Lynn 
manufacturer, who told me that he 
thought the shoe shops down there 
would probably win out on the labor 
question; the men had been out in 
many shops since July and would have 
to go back to work soon. I also talked 
with some of the operatives in Lynn 
who told me that they had gone back 
to work at the regular price without the 
bonus.” 

This store kept open every evening 
this week until 7:30. The moving dis- 
play rack, made according to an idea of 
H. E. Hagan’s, attracted much atten- 
tion from the public, so did their camel’s 
hair and angora wool hosiery. 


Clever Woman Fitter 


This store has a very clever young 
woman shoe fitter, Miss Miret. She is 
also an expert saleswoman with a fine 
personal following and is further adding 
to her knowledge of shoes and mer- 
chandising principles by being the only 
woman pupil of the Boston Retail 
Shoe Salesmen’s Institute, meeting 
each week with the 51 men students in 
round table discussions. 

This store recently adjusted its prices, 
as follows: all shoes up to $10, were 
marked down $1.00 a pair; all shoes 
up to $15, were reduced $2.00 the pair; 
and all above $15, $3.00 the pair. 


OLD ROSE SLIPPERS 


The Favorites at the Shepard 
Norwell Shoe Department 


Slippers, slippers, and more slippers, 
sold last week at the shoe department 
of the Shepard Norwell Company. J. 
G. Langevin accounts for the good 
business which this department enjoys 
from the fact that it is located in the 
main thoroughfare from the Temple 
Place side to the Winter Street en- 
trance. The slipper display was well 
arranged in the thoroughfare last week, 
end during the last 12 days, 150 cases 
of 36 pairs each were disposed of; the 
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favorite color was old rose. Moccasins 
of leather, some fur trimmed and beaded, 
were big sellers. Some very ‘dainty 
white leather moccasins, with beaded 
designs in pastel shades, were popular 
gift sellers. Quite a few pairs of ox- 
fords were sold, these sales being prob- 
ably carried along on the momentum of 
the slipper line. 


An Effective Ad 


A big.ad in the Sunday papers ar- 
nounced the sale of 800 pairs of shoes at 
$10 the pair. The ad read, “Unless 
you wish to pay over $13 for your Win- 
ter boots, there is no need to pay more 
than $10. Eight hundred pairs more 
of wonderful Dorothy Dodd _ boots, 
added to the standardized group of 
women’s boots at $10. Among them 
are two of the most popular women’s 
boots we have in the store regardless of 
price. You will find these and 20 other 
excellent styles now at $10, the price 
we have standardized for women’s 
boots.” 

A big sale resulted from this ad. 
According to Mr. Langevin, the busi- 
ness is ahead of the corresponding 
period of 1919. 

An attractive window made an appeal 
for last minute shoppers and insured 
prompt delivery of goods purchased 
this week. 


Paul Merton Dead 


Paul Merton, formerly of the Hanan 
& Son shoe store, Tremont Street, and 
a member of the Boston Retail Shoe 
Salesmen’s Association, died at his 
home in Wollaston last Saturday. His 
funeral took place on Monday last. A 
representative from each one of the 
shoe stores of the city, including Presi- 
dent P. E. Thayer, acted as pall bearers. 
Mr. Merton had been ill for about a 
year; his firm and associates in the 
salesmen’s association had been very 
kind to him. Up to the very last, Mr. 
Merton felt that he was going to get 
well and spoke of coming back to 
work soon. 


A DISTINCTIVE TRIM 


Arranged in the Shoe Window of 
R. H. White Co. 


A novel window display has been 
made during the past few weeks in the 
big windows of the R. H. White Com- 
pany’s store. One window of the big 
group is always reserved for footwear, 
and during Christmas shopping days 
the display was made on slippers 
grouped in a most attractive array. The 
background of the window represented 
the window of a home, the casement and 
just enough portions of a house were 
represented to give the window a 
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KELLYKARDS 


Have been the standard retailers’ 
window cards for eight years 
ASK US ABOUT KELLYKARDS 
“The Signs of Life” 
F. B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y. 
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The Wide Diversity of }Wv: 


Did you know that Haverhill makes Men’s 
Welts and McKays; Women’s Turns, 
Welts and McKay Slippers, Oxfords and 
Boots; Misses’ Boots and Low Cuts in 
Turns and McKays; Children’s Boots 
and Low Cuts in Turns and McKays; 
Men’s House Slippers, Women’s Bou- 
doirs, Ballet Slippers and every specialty 
that is worn on the foot—! 


You can find in Haverhill every grade of 
quality from a one man bench made shoe 
to a mill production of a canvas low cut. 


A New Era of Industrial F 
Only 91 Days Left Before Easter 





List of Manufacturers 


H. E. Adams 

Bradley Shoe Co. 

E. Bottomley & Co. 

The Wm. H. Butler Co. 

Geo. F. Carleton & Co., Inc. 
Chesley & Rugg 

B. E. Cole Co., Inc. 

Collins & Staples 

H. S.:Gollins, Inc. 

John H. Cross, Inc. 
Ellis-Eddy Co. 

Emery & Marshall Co. 
Farber Shoe Co. 
Felstiner-O’Connell Shoe Co. 
C. K. Fox, Inc. 

Gale Shoe Mfg. Co. 

M. Garbelnick Shoe Co., Inc. 
Harvey E. Guptill 

Harris Shoe Co. 

H. C. Harris 

Hertman Shoe Co. 
Herrick-Foote & LaurinCo., Inc. 
Hilliard & Taber, Inc. 
Hopkins & Ellis 

Geo. C. How Co. 

W. C. Hunkins & Co. 


Karelis Shoe Co. 
Kimball-Sherman Co. 
Knights-Allen Co., Inc. 
John Lancy, Jr. 

Geo. B. Leavitt & Co. 
Herman E. Lewis 
LeBosquet-Moore Co. 
Lexington Shoe Co. 
Malbon Shoe Co., Inc. 
J. A. Manning Shoe Mfg. Co. 
McCormick-Perry Shoe Co. 
H. W. Murray Co., Inc. 
J. H. Murray Co. 
Newton Shoe Co. 

S. I. Parker Shoe Co. 
Phillips-Cram Corp. 
The Rickard Shoe Co. 
Robinson Shoe Co. 

S. & S. Shoe Co. 
Sheridan Brothers, Inc. 
Edward E. Sullivan 
Tessier & Bowdoin Co. 
F. J. Thompson, Inc. 
Ira J. Webster Co. _ 
Wingate Shoe Corp. 
Witherell & Dobbins Co. 


And all others who may hereafter become members of the 


Haverhill Shoe Manufacturers’ 


Association. 


e Is Assured in Haverhill 
Only 35 Days Left Before Ordering Easter Shoes 
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RoySloanShoes 


with 
Nedlin Soles 


This Is the “Roy-Sloan” Shoe 


It is a Genuine “Neolin” Sole, in a Genuine Calfskin and a Genuine Goodyear Welt 


AT A REAL PRICE—$4.25 


Truly a Genuine Shoe 


McElroy-Sloan stamped on a shoe means full value for every cent invested. This is 
our famous “‘Roy-Sloan” Shoe No. 4714; made on a sightly English last and has real 
class. We have a good stock of these on the floor. Sizes 5 to 11. 


‘Send Us Your Orders and Get Real Service 


Shoe Company 
ST.LOUIS MISSOURI 
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realistic touch, the woodwork was 
painted white and the blinds, which 
were thrown wide open, were painted 
green. From either blind hung a slip- 
per; the rest of the merchandise was 
well grouped just underneath the 
window. 

Inside special booths trimmed with 
holly displayed Christmas - slippers. 
Three booths containing slippers for 
women and children were arranged on 
one side of the department and one 
booth in the rear displayed skates to 
good advantage. In consequence of 
this special showing, a big business on 
slippers and skating shoes during the 
past few weeks has been enjoyed. Felt 
slippers proved the best sellers. 

Some novel effects in suede boots 
with Louis heels, black and colors, were 
noted in strap effects. 


CONTINUATION SCHOOL 


Shoe and Leather Class Opens 1921 
Session January 10 


The shoe and leather class of the 
Boston Continuation School, which for 
a decade has been doing splendid educa- 
tional work for the young men in the 
industry, will open its 1921 session on 
Monday, January 10, at 25 La Grange 
Street, Boston. The class will extend 
over a period of 12 weeks, with sessions 
Monday and Friday afternoons, at 
3.30 o’clock. James W. Dyson will be 
in charge. The New England Shoe 
and Leather Association co-operates in 
furnishing lecturers and demonstrators, 
and in arranging for the inspection of 
plants by the pupils. Instruction is 
given in the fundamentals of tanning, 
shoe manufacturing, machinery and 
distributing branches, together with 
visits to hide warehouses, tanneries and 
factories. 

The class is open to both men and 
women; there is no charge for residents 
of Boston, but a nominal fee of $10 is 
required from those living outside of 
Boston. 

Last year, about 20 young men 
graduated. Members in the New Eng- 

‘land Shoe and Leather Association are 
urged by Secretary Thomas F. Ander- 
son to send the names of such em- 
ployes as they desire to James W. 
Dyson of the Boston Continuation 
School, 25 La Grange Street, Boston. 


SHOES AT AUCTION 


About 100,000 Pairs to Be Sold Jan- 
uary 18 


Approximately 100,000 pairs of men’s, 
women’s and children’s shoes are to be 
sold at auction in Boston January 18 as 
part of the program of liquidation now 
engaging the attention of the shoe indus- 
try. The seller is the R. E. McDonald 
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Company, 118 Lincoln street, and the 
auctioneer will be Mr. McDonald him- 
self. The sale will be held in the Albany 
building, corner of Lincoln and Beach 
streets, in the heart of the wholesale dis- 
trict. Announcement of the sale, made 
by Mr. McDonald, includes the state- 
ment that the terms will be net spot 
cash. In other ways the auction will be 
conducted along the usual lines. The 
shoes represent a wide range of lasts and 
materials and are ail the product of New 
England factories. 


WILL TALK AT MILWAUKEE 


President Thayer of Boston Retail 
Salesmen’s Association on 
Program 


Percy E. Thayer, President of the 
Boston Retail Shoe Salesmen’s As- 
sociation, has been invited to tell about 


PERCY E. THAYER 


the activities of his association at the 
big Milwaukee Convention. The com- 
mittee in charge have arranged to give 
Mr. Thayer 15 minutes on the program 
devoted to the retail store salesmen’s 
interests, and this quarter of an hour 
will be devoted to a recital of what the 
Boston association is doing for the 
merchants and salesmen, and what it 
proposes to do; practical illustrations 
will be cited—‘‘Theory comes first,” 
said Mr. Thayer, “then having well 
learned our lessons, we must put them 
into practice.” 


Plans Attractive Trims 


Besides fitting shoes at the Thayer 
McNeil Company, Mr. Thayer also 
trims windows. His holiday trims have 
been very effective. The past week a 
snow shoe and _ sporting moccasin 
thereon was the center of attraction, 
and quite a few pairs were bought by 
those who had decided to spend the 
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Christmas holidays at Poland Springs, 
and other cold weather resorts. 

And in addition to his other ac- 
complishments, President Thayer writes 
very good verse. Some lines from his 
pen entitled ‘‘Optimistically” are printed 
herewith—“‘There are gray days and 
May days; wash days and pay days, but 
best of all are hey days, that go along 
with youth. There are fat days and 
lean days; brown days and green days, 
but cut out all the mean days which 
undermine the truth.” 


MANY NEW STYLES 


Shown at Walk-Over Shop, 170 
Tremont Street 


The windows and interior of the 
Walk-Over shop, 170 Tremont Street, 
display many brand new styles, which 
prove thet the management has a 
keen sense for artistic footwear crea- 
tions. In women’s shoes there are 
black satin pumps, beaded in jet, and 
displaying a fringe of jet at the instep; 
there are pretty strap effects in grays 
and browns; there are dainty evening 
slippers, and slippers for the bride. 
One dainty effect came in white kid, 
with instep strap, which branched out 
into three tiny straps ornamented with 
opalescent beads and fastening with 
pearl buttons. The edge of the vamp 
was also ornamented in opalescent 
bead effect. A wedding party recently 
visited the slipper department on the 
second floor; they came late in the 
afternoon; the wedding was to be held 
that evening. The young lady was 
French and could speak but very little 
English, the groom-to-be was French- 
American and could speak English 
fluently—the man did the selecting 
and picked the white kid opalescent 
beaded slipper. The size sold was 6AA. 

According to Miss Waugh, in charge 
of the slipper department, the women 
are buying largely on straps, a favorite 
being a patent with gray suede quarter; 
brown satins are going well; also gray. 
“Gray is going to be the biggest thing 
for mid-Winter and Spring,” said Miss 
Waugh. Another beautiful woman’s 
style shown was a golden brown 
Russia calf oxford, with perforated toe 
and vamp in plaited effect—a new 
model trimmed to the last. 


An Arctic Novelty 


A novelty in a woman’s four-buckle 
arctic was shown ina heathertop. The 
rubber was of dark brown. 


THE BIGGEST STOCKING 


Six Foot Model, Size 12, Shown by 
Dr. Reed 


At the Dr. Reed Cushion Shoe Store, 
39 West Street, which has been doing 
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TheA.S.Kreider Co. Announces 


The Kreider Shoe 























A LIVE WIRE 
EXCEPTIONAL 


VALUE 


NO ENTERPRISING 
SHOEMAN CAN 
AFFORD TO 

PASS UP 





709—Gun Metal Blucher. 
Goodyear Stitch 


Boys’. 2% to 5%... .$2.50 
Youths’. 1 to2........ 2.25 
Gents’. 10 to 13%.... 2.00 





























SEE OUR DISPLAY 








Our complete line will be on display in Booth‘‘No.' 128, Mezzanine 
Floor, at the Milwaukee N.S. R.A. Convention, Jan. 10th to 13th. 
The super-quality of Kreider Shoes plus deliveries and moderate prices 
should convince retailers this line gives four, kinds of profit; quick,— 
sure,—easy and big. 


Don’t forget the location—Booth No. 128, Mezzanine Floor. 


MCAS Wado Co. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 
ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 123 Penn Ave. 51 North Third St. 
FACTORIES 


Annville Middletown Lebanon No. 
Lebanon No. 1 Palmyra ian 
Pennsylvania 
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a record-breaking business on hosiery 
since the installation of this line about 
a year ago, appears the largest stocking 
in the city of Boston—a good big one 
for Santa Claus to fill. This is a 
woman’s stocking, size 12; it measures 
six feet in length and is used for dis- 
play purposes. On the frame around 
the hose is the wording, ““The average 
kid’s idea of what a Christmas stocking 
should be.” 

Said General Manager Goulston 
the other day, ‘““The men’s shoe busi- 
ness at this store has shown a very 
pleasing increase during the past week; 
the women’s shoe business is moving 
along in good shape. From Wednesday 
of last week, it has been mighty good. 
This is the first year we have carried 
anything outside of shoes, and we have 
decidedly profited by our stock addi- 
tions. For instance, our men’s leather 
and comfy slippers have been selling 
in goodly proportions. Rubbers are 
selling fast, and our hosiery business, 
while always good, has been fairly 
humming the past week. 


Death of Mrs. Goulston 


Sarah (Mrs. Ben C.) Goulston, wife 
of the General Manager of the Dr. Reed 
Cushion Shoe Company, Boston, died 
on Wednesday morning of this week at 
the Massachusetts General Hospital, in 
giving birth to a baby girl who sur- 
vives. Mr. Goulston’s many friends 
have the deepest sympathy for him in 
his great loss. Besides his baby girl, 
Mr. Goulston has a little boy of five 
years. 


TANNERS MEET 


In Second Annual Session at City 
Club 


The Annual Dinner and Meeting of 
the Massachusetts Leather Manufac- 
turers’ Association was held at the Bos- 
ton City Club, December 15. The 
meeting was the second annual meeting 
of the association and as such was the 
most enthusiastic and progressive meet- 
ing of the tanners yet held in this state. 

It was with great regret that the Pres- 
ident, H. I. Thayer, announced his in- 
ability to serve in any executive capac- 
ity in the Association for the coming 
year. 

Election of Officers 


The following members were elected 
to the various offices: President, A. P. 
Thompson of the Helburn-Thompson 
Company, Salem, Mass.; _vice-presi- 
dent, H. V. Hunt of the Hunt-Rankin 
Leather Company, Peabody, Mass.; 
The executive committee for the ensuing 
year will be: Side Leather, Mr. Skilton, 
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Mr. Tuttle; Calf, Mr. Cook (Creese & 
Cook), Mr. Barnet; Sheep, Mr. Cox, 
Mr. Crosby; Glazed Kid, Mr. Mulhol- 
land, Mr. Rosenfeldt; Member at 
Large, Mr. McDonald. 


A SALESMAN’S ANSWER 


To Two-Part Question un Guaran- 
teed Principles and Recognition 


At the December meeting of the Bos- 
ton Retail Shoe Salesmen’s Association 
six very fine papers were read on a two- 
part question, as follows: ‘What De- 
pendable Qualifications Should this 
Association be honestly able to guar- 
antee and carry out as representing a 
standard of ethics for membership in 
this association? Can we claim recog- 
nition from our employers, because we 
belong to this association, more than if 
we did not?”’ 

Among those who read papers was 
William H. Morgan of Hanan & Son 
Shoe Store, who spoke in part as follows: 


Honesty Comes First 


“T haven’t allowed myself much lati- 
tude in my answer to the question— 
“What Dependable Qualifications 
Should this association be honestly able 
to guarantee and carry out as represent- 
ing a standard of ethics for membership 
in this association?’—because after 
some little thought, I decided that the 
questions are best answered in a concise 
manner. 

‘A standard of ethics for members of 
this association should be nothing more 
nor less than what we all aim to practise 
—honesty in our dealings with the firm 
we represent, our fellow salesmen, the 
prospective buyers, and patrons of the 
store. 

“I know that every member of this 
association realizes this and is practising 
honesty, reliability, and integrity. I 
do not think that it is necessary to go 
into any further details on that question. 


Reason for Membership 


“The second part of the question to 
me is very interesting, by far the most 
important of the two, and the reason 
why I am a member of this organiza- 
tion. The answer to this question is— 
because by our getting together and 
talking over selling methods, also listen- 
ing to the various speakers on our edu- 
cational committee’s program, we be- 
come more and more efficient. Not all 
of us have had the opportunity to study 
or thoroughly understand all of the fac- 
tors which enter into a sales transac- 
tion. The thought has -often entered 
my mind—whether the merchandise, 
the advertising, or a salesman’s personal 
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ability was the factor which made the 


sale. 
A Real Study 


‘This is the knowledge we are seeking 
and by membership in an organization 
of this kind: we can easily engage the 
services of men who have made a scien- 
tific study of selling to give us this in- 
formation, and thereby we claim recog- 
nition from our employers who cannot 
train men especially to do this kind of 
scientific work for us. 


A Force for Good 


“This association is a great force for 
good, because the educational program 
is a strong factor in the promotion of its 
members along the lines of personal de- 
velopment and increasing efficiency. 

“In summing up, I would state that 
membership in this association is one of 
the best ways in which we can get effi- 
cient training and thereby co-operate 
with our executives in increasing the 
output of our various stores. Where 
co-operation exists, there is bound to be 
expansion.” 


Meeting Postponed 


On account of the fact that the regu- 
lar date for the next meeting will find 
President Thayer in Milwaukee, it has 
been decided to postpone the meeting 
of the Boston Retail Shoe Salesmen’s 
Association from January 10 until Jan- 
uary 17, when the members will listen 
to “the doings” of the 1921 N.S. R. A. 
Convention from their President-dele- 
gate. 


FRANK AHEARN DEAD 


Vice-President of Rice & Hutchins 
South American Company 


A cable from Buenos Ayres to Rice & 
Hutchins, Inc., announces the death of 
Frank Ahearn, Vice-President and Gen- 
eral Manager of the Rice & Hutchins 
South America Company. 

Mr. Ahearn, who for many years fille 
a position in the accounting department 
of the Executive Offices of this concern 
in Boston, was sent in 1914 to South 
America as financial assistant to the 
manager of the Rice & Hutchins 
South America Company, and in May, 
1917, was elected to the position which 
he held until the time of his death. 

Mr. Ahearn was a man of unusual 
adaptability to new situations and had 
a grasp on the business situation and 
outlook in South America which made 
him an authority. 

He left a host of friends in this coun- 
try and had made many close business 
and social acquaintances in South Amer- 
ica, to which he had just taken his wife 
and two small children. 








Out of Passersby 


Hugh Lyons fixtures are built 
to aid you in attracting buy- 
ers inside your store. 


They are found in the better 
class of stores because they are 
the work of men who thor- 
oughly understand the value 
of attracting attention. 








Let us send you our catalog 
showing our complete line of 
fixtures and wax and papier- 
mache forms. Our supple- 
The Rialto in Venice was the rendezoous of mentary catalogs containing 
celebrities from cobblers to painters of The our period designs will be 
Madonna— men who were true creators. ; 

mailed to you upon request. 
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So it is in the Rialto Shoe Factory today. 5 : 
Men who study style day in and day out cih e 


crealefootwear masterpieces which are fash- | | SP AT QUE STION 


ioned so cleanly and thoroughly by the 
Rialto Process that they are immediate S 
| tyle You can only 





favorites when presented. find the an- 


The model here shown is only one of the : : See page 37 swer at Booth 
11l 


many creations in Rialto Footwear. Make i Sor details 
it a special point to inspect our entire line ; 
either by a visit with us or by appointment 
to call on you. 


Rialto Shoes—Good-All-Ways 





BUYING THE SEEN AND THE 
UNSEEN 


RIALTO SHOE COMP, MANY a It is easy to judge the size and quality of a visible commodity. 
ere are certain recognized standards that have been dicen 
FACTORY, LYNN, MASS., 26 OXFORD ST. if accepted to which purchased articles may be compared. 
BOSTON OFFICE , 215 ESSEX ST. ‘a With invisible commodities, such as a publication’s circulation, 
Pit the matter is not so simple. It was only recently that a definite 
measurement has been obtained. 
The A. B. C. now furnishes a recognized standard by which 


circulation may be measured. A publication’s distribution can 
ialto Shoe Rat now be as accurately gauged as any other purchased commodity. 
Go iste Wises The Boot and Shoe Recorder circulation is measured by the 









































A. B.C. In buying advertising space in its columns, you receive 
dollar-for-dollar value. 
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Group Photo Taken at Dinner of the Shoe and Leather Association of Chicago, Held December 14, in the Hotel Sherman 


. 
Chicago 
WHOLESALE BUSINESS DULL 


Close of Year Finds 
Usual, Confined to Sizing in 
Requirements 


Orders, as 


As would naturally be expected so 
near to the close of the year, business 
in the wholesale section has shown little 
activity. Most traveling men have 
returned for the holiday season. Orders, 
therefore, represent the requirements of 
the merchants for filling in sizes. 


There has been considerable activity 
in the house slipper department of a 
number of wholesale houses. On 
account of reduced prices, leather 
slippers for men have sold more freely 
than for two seasons past. The de- 
mand for felt slippers for men, women 
and children has been very good and 
orders coming in at the last moment 
would indicate that merchants had not 
overbought on this particular class of 
merchandise. 

The credit departments of a number 
of the wholesaler establishments show 
that collections are coming in well up 
to the average, which is an indication 
that merchants are liquidating their 
stocks. 


Manufacturers and Wholesalers 
Preparing for Milwaukee Display 

The manufacturers and wholesalers 
who are members of the Chicago 
Shoe Trades’ Association are very busy 
preparing the lines of samples which 
will be displayed at the Milwaukee 
convention. The Chicago manufac- 
turers will show a great number of 
new samples reflecting new style ideas 
which have not heretofore been shown 
to the trade. 

In each of the men’s factories, try- 
outs have been made on new lasts 
in order to make the selection for 
next season’s samples previous to the 
big show at Milwaukee. 


George E. Harrison, president of the 
George E. Harrison shoe company, 
prominent wholesaler of women’s style 
shoes, had the misfortune to break his 
arm several days ago. Mr. Harrison 
was just leaving his residence when he 
slipped on the steps in front of the 
house. 


The Flexible Shoe Company are in- 
creasing the capacity of their new welt 
department and will have the new line 


from this department on display at 
their booth at the convention. 


The shoe wholesalers both in the 
regular line and in specialty lines have 
had samples come to them early in 
order to have them ready for the 
N.S. R. A. convention. 


A number of Chicago houses are pre- 
paring special advertising features for 
the convention. 


The Jacobs’ System of Stock Records 
will have a prominent place in the 
activities of the model store at the 
Milwaukee convention. This system 
has been worked out in detail to care 
for the needs of the small merchant 
as well as the large operator. It has 
been approved and installed in a number 
of different chain stores in the Middle 
West. 


Pacific Coast Buyer in Town 

W. Russell Werner of the Frank 
Werner Company, San Francisco, Cal., 
stopped over in Chicago for the week 
end on his return from eastern markets. 
Until the last three months, the Werner 
Company have operated Walk-Over 
stores. They have recently changed 
their methods and will open up a 
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ONCENTRATION of our efforts has enabled us 
to offer that which the times and the trade 


_ require. 


—hest quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
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We are also able to give quick deliveries on certain lines. 
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represents one of the styles that 


can be delivered promptly, made in patent colt. 
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number of stores and will sell shoes 
other than Walk-Over in the future. 

Mr. Werner says that while business 
on the coast is not altogether what 
might be wished for yet it is in much 
better condition than in the East, and 
he has little fear of the future. 


Retail Stores Revising Prices 


During the past three months the 
larger retail stores have been con- 
stantly revising prices downward in 
harmony with manufacturers and whole- 
salers’ prices. In a number of stores 
where the price average was $15 in 
December, 1919, the price average now 
is around $12. 

The buyer of men’s shoes of one of 
Chicago’s largest retail firms made a 
trip to eastern manufacturing centers 
and collected data as to the present 
and probable future prices. Upon his 
return he took those prices as a base 
and is remarking all the shoes in the 
shelves and stock rooms on the basis 
of replacement value. On the surface 
this will show a tremendous markdown 
and quite a heavy loss, but the ultimate 
result will be to clean the stock and 
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put him in position to rebuy at a still 
lower figure. 

As an example of the condition of 
stocks in progressive stores of the 
Middle West might be cited that of 
Stern’s department store of Joliet, Il. 
The shoe department in this store has 
less pairs on hand at the present time 
than at any time since December, 1914. 
M. L. Stern, the head of the concern, 
says that for the last four years profits 
have been far above the average and 
even through a whole year without 
making a profit they will still be to 
the good. In his opinion it is a matter 
of imperative necessity to keep stocks 
to the minimum and get a rapid turn- 
over in the future. 

Official Card Writer Appointed 

The Standard Show Card Service, 
Inc., of 56 W. Washington Street, Chi- 
cago, has been appointed official show 
card writer for the Milwaukee conven- 
tion. Cards used in many of the 
booths, as well as those used in the 
model shoe store and demonstration 
windows, will be prepared by this com- 
pany. The company’s booth number 
is 120. 


Milwaukee 


CONSUMER WANTS PRICE CUT 


Merchants Report Volume of Busi- 
ness Low 


Reports made by representative boot 
and shoe merchants of Milwaukee 
concerning trade conditions in the 
immediate pre-holiday season generally 
are satisfactory, although there is some 
complaint over the fact that the volume 
of business is reduced. The main rea- 
sons are believed to be the rush of gift 
buying, weather that is milder than 
usual for this period, and further ex- 
tension of unemployment. Dealers in 
men’s and women’s apparel have com- 
plaint similar to that of shoe dealers. 
While reductions of 20 per cent in sell- 
ing prices are the rule in most stores 
of the three classes, nevertheless it 
seems that people are insisting upon 
waiting until after the holidays because 
of a conviction that stores will have to 
effect further cuts to move their mer- 
chandise. 

The Milwaukee Sentinel, the only 
morning newspaper of the city, com- 
menting editorially upon ““The Buyers’ 
Strike,’ said in part: “The general 
attitude of the buying public at this 
time, as any observer can report, is 
that as prices appear to be on the down 
grade, it would be foolish to buy now. 
Many are deferring absolutely neces- 


sary purchases as long as_ possible 
hoping that they may be able to post- 
pone them until a further drop in 
prices. ... The policy of the buyer, 
while natural, is short sighted. Real 
thrift at this time does not mean 
abstinence from buying. It means 
that purchases which are necessary 
and sensible should be made at present 
price levels, else the accumulation of 
stocks in the stores will mean no orders 
for factories, which already are in a 
bad way. Then, when the absolutely 
necessary buying does start, as it must 
some time or other, there will follow a 
shortage of commodities, accompanied 
by another rise in selling prices. The 
merchant who is trying still to maintain 
the high price level deserves to lose his 
customers and his money. . . .” 


Manufacturing Situation Improves 


The manufacturing situation in Mil- 


*waukee continues to show improvement. 


One large factory reports that orders 
increased about 20 per cent in Decem- 
ber, in comparison with October and 
November business. The orders are for 
immediate delivery and come from 
dealers who have moved stocks to such 
an extent that lines are broken and 
require replenishment without delay. 
Forward buying, however, is largely 
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absent, but it is confidently believed 
that after January 1, or when inven- 
tories are completed, some new buying 
will develop with the positive. methods 
which dealers doubtless will employ 
then to close out old merchandise. As 
for the immediate present, new busi- 
ness amounts to about one-third of the 
volume which came to local manufac- 
turers in December a year ago. 


Factories at 45 Per Cent Capacity 


Milwaukee boot and shoe factories 
are operating at about 45 per cent of 
capacity, which represents a fair gain 
in the last 30 days. Not much enlarge- 
ment of operations is: expected until 
after the holidays, but it is encouraging 
to note that a good many factories are 
planning additions to the forces at that 
time. The travelers are being kept on 
the road by most manufacturers and 
they are returning a fair run of spot 
orders. 


Traveling Expenses Increased 


It is costing manufacturers and 
wholesalers employing travelers a great 
deal more to keep men on the road 
than ever before, due to the fact that 
the federal courts have decided in favor 
of the railroads in their appeal against 
the decision of the Railroad Commis- 
sion of Wisconsin that no increase in 
fares as ordered by the Interstate Com- 
merce Commission shall be put into 
effect on intrastate rates in Wisconsin. 
Under the federal court decision, rail- 
road fares in Wisconsin since December 
13 are the same as the interstate rate 
of 3.6 cents per mile, an increase of .6 
cents per mile. Wisconsin has a 2-cent 
fare law, but under wartime stress per- 
mitted the government to charge 3 cents 
per mile. But when the carriers went 
back to private ownership and gained 
an increase to 3.6 cents per mile, Wis- 
consin resisted. The matter is now 
before the federal court on injunctional 
proceedings. So far the government 
has the advantage, but the fight is not 
yet over. 


State’s Resources Increase 

The soundness of the financial posi- 
tion of Wisconsin is indicated by a 
special report issued by the State bank- 
ing commissioner showing that within 
the past year total resources, less re- 
discounts, increased more than $51,- 
000,000. The commissioner says that 
Wisconsin has special reason to feel 
proud of the fact that at the middle 
of December bills payable, including 
obligations for money borrowed other 
than re-discounts, increased less than 
$500,000, while there was only the 
small contingent liability for re-dis- 
counts of $1,369,000. 
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We Will Exhibit in 
Booth No. 175 
Main Building 

at the 
N.S. R.A. Convention 
Milwaukee 
January 10-13 
With Representatives 
in Charge 

















ALL OUR SHOES GUARANTEED TO CARRY 10 
OZ. DUCK LININGS EITHER IN WHITE OR 
KHAKI COLOR. WE SPECIALIZE IN 9 IRON 
OUTERSOLES WITH NATURAL BOTTOMS. 


ALL Our Shoes Carry Goodyear Wingfoot Rubber Heels 


Let us line you up on our Spring Oxford Samples 


Send for samples on our new combination 
Panama Last. You'll like it. 


Wall-Doyle & Daly, Ine. 


Brockton, Mass. 
Boston Office 207 Essex Street 
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Big Sale Worries Merchants 


Some apprehension is being expressed 
over the tendencies of the times under 


stress of conditions of which an example - 


is found in the action of Stumpf & 
Langhoff, a large men’s clothing and 
furnishings concern of Milwaukee, which 
temporarily has gone into the boot and 
shoe business. : The house operates five 
stores, of which number two on the 
South Side handled a sale advertised 
as “A Big Smash in Shoe Prices.’”’ The 
advertisements went on to say: “A 
large local manufacturer of men’s and 
boys’ shoes, eager to unload overstocks, 
sold us 500 cases of men’s standard 
make shoes, arctics, felts, slippers and 
children’s shoes at about 50 cents on 
the dollar. These we place on sale 
tomorrow (December 17) in our stores 
at Grove Street— National Avenue, and 
Mitchell Street—Seventh Avenue, at 
prices way below pre-war times.” A 
plea was made for mail orders. 





10-Inch Boot Again Appears ° 


The S. J. Brouwer Shoe Company, 
322-324 Grand* Avenue, at the last 
week-end advertised ‘“‘a stunning new 
pattern for Spring, 1921,” saying in 
advertisements: ‘“‘We have secured 
from the manufacturers their reduced 
Spring prices on these boots and have 
marked them to sell at that price now. 
Wonderful values at $15 and $16.” 
The boot has a 10-inch top, with a 
suede inlay and stitched tip, and is 
offered in soft camel, autumn brown, 
midnigbt blue, grebe gray and black 
kids. 


Merchant to Retire 


J. L. Keller, general merchant, Lynn, 
Wis., is disposing of his entire stock of 
boots, shoes, dry goods, etc., and is 
offering for sale his store building on 
January 1. Mr. Keller desires to retire 
from active business. 





Advocate Foreign Trade Finance 
Corporation 


August H. Vogel of. the Pfister & 
Vogel Leather Co., and Oliver C. 
Fuller, president of the First Wisconsin 
National Bank, whe represented Mil- 
waukee, at the foreign trade conference 
of the American Bankers’ Association 
at Chicago, express themselves as en- 
thusiastic over the movement to organ- 
ize a billion-doHar foreign trade finance 
corporation under the Edge amendment 
to the federal reserve banking act. 
Mr. Fuller said the conference learned 
that European countries are buying 
only the actual necessities of life in 
America, and even such purchases 


have been curtailed. The mere revival 
of trade in these necessities, he said, 
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would restore normal business condi- 
tions in this country, even if no so- 
called luxuries were bought. 


Credit Bureau Reorganized 


The Merchants’ Credit Bureau of 
Superior, Wis., a pioneer organization 
of shoe men and dry goods and depart- 
ment stores, is being reorganized on a 
much broader scope to embrace all 
merchants in the city. The Retail 
Grocers’ Protective Association is being 
merged with the other body under the 
direction of the Civic and Commerce 
Association to form one large organiza- 
tion which will have a complete file of 
credit information on virtually every 
consumer in Douglas county. At 
present there is much duplication of 
effort and administration expense. 


Shoplifting Minimized 


Shoplifting during the 1920 holiday 
shopping season was greatly minimized 
in comparison with past years by the 
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extraordinary efforts made by the Mil- 
waukee police department to protect 
specialty shops and department stores. 
A squad of 20 veteran detectives was 
organized and has been on duty in the 
downtown district since December 13. 
At the same time the various stores in- 
creased their force of private operatives. 
The immediate reason for the unusual 
vigilance is the fact that crime has 
increased greatly with the radical 
change in economic conditions. The 
extra provision made by the police 
department and stores brought excel- 
lent results and a low crime record was 
turned in Christmas eve. 


New Wholesale Firm Organized 


Articles of incorporation have been 
filed in Wisconsin by the Bloom-Feld 
Company of Milwaukee, which _ is 
organized with a capital stock of 
$40,000 to deal in and job all kinds of 
furs, hides, leather, wool, tallow, etc. 
The incorporators are Max L. Bloom, 
Alex Feld and Hattie Buehler. 


Broekton 


GEORGE E. KEITH’?S PUBLIC 
BEQUESTS 


The will of the late George E. Keith, 
president of George E. Keith Company, 
provides $310,000 to public bequests. 
The largest of these is $100,000, to be 
held in trust and to be applied at the 
discretion of the trustees during the 
next 20 years in assisting and pension- 
ing worthy employes of George E. Keith 
Company. At the end of the 20 years 
the trustees are to use their discretion 
in regard to the uses to which this 
fund may be applied. Other bequests 
are $75,000 to the South Congregational 
Church in Brockton, $50,000 to the 
Brockton Hospital, $25,000 to the 
Brockton Y. M. C. A., $20,000 to the 
Northfield Institute, Northfield, Mass.; 
$10,000 to the Brockton Country Club, 
$10,000 to the American Board of 
Directors of Foreign Missions, $10,000 
to the Brockton Y. W. C. A., $10,000 
to the Brockton Union Cemetery for a 
fence and entrance gate. The principal 
beneficiary of Mr. Keith’s estate, the 
value of which runs into millions, is 
his son, Harold C. Keith, treasurer of 
the George E. Keith Company, the 
widow and a daughter, Eleanor. 


Will Use Own Power Plant 


W. L. Douglas Shoe Company will 
have in operation on or about January 1 
an electric engine and generator which 
will distribute power over four million 
feet of factory floor space. The concern 








has used electricity as power for several 
years but has taken it from the public 
service corporation. All machines in 
the Douglas plant are driven by 
motors, the belt machinery having been 
discontinued. 


Marriage of Shoe Manufacturer 


Benjamin Stone, vice-president of 
Stone-Tarlow Company, Inc., shoe 
manufacturers of this city, was married 
December 19, at Arlington, Mass. The 
bride was Miss Ella Berlin of that 
town. Mr. and Mrs. Stone will take a 
month’s trip to Cuba, following which 
they will reside in Brockton. Stone- 
Tarlow Company, Inc., have important 
business interests in Cuba and Vice-. 
President Stone, during his visit to the 
Island, will familiarize himself with 
trade conditions there. 


To Establish New Concern 


Edward B. Smith, foreman of the 
welting department of the Brockton- 
Rand Company, has resigned that posi- 
tion. He will establish himself in St. 
Louis where he will engage in the welt- 
ing business as a member of a new 
corporation. 


Purchase Factory Property 


The Brockton Die Company, manu- 
facturers of cutting dies for shoes and 
other lines of merchandise, have pur- 
chased valuable property in the heart 
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Cocoa Calf New Wave Bal. Heavy Single Sole 
Prize Last. Goodyear Wingfoot Rubber Heel. 





Brown Cordovan New Wave Bal. Wing Tip. 


No. 26 Russia Calf Bal. Heavy Single Sole 
Heavy Single Sole Fells Last, 


Goodyear Wingfoot Rubber Heel. 
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SHOES FOR YOUNG MEN 
-AND- 


MEN WHO KEEP YOUNG 


UP TTIMIRT 
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The “Brennan” shoe will be exhibited at the N. S. R. A. 
Convention at Milwaukee in charge of representatives. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office N. Y. Office 
183 Essex Street Marbridge Building 
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THEY CANT BEAT ThE HAVERHILL LINE OF S68 
WE MANUFACTURE EVERY MAKE THATS AEW 

WHEN OUR HOME TEAM BEGINS TO MIX 
Youlu SEE A CLASSY LINE OF KICKS 

















Football Team 
Brings Fame to 
Slipper City 


Athletic prowess comes into 
its own in-1920 through cham- 
pionship football played by 
the Haverhill High School. 


The score totals for the year, 
507 to 37, give a real idea of 
the strength of the team. 

In the news of the day the 
country over, Haverhill is 
credited with football leader- 
ship. It remains for Franklin 
Collier, the cartoonist, to di- 
vide the honors foot and ball in 
these sketches in the Boston 
Herald. 

















of the, shoe district. There are six 
factory buildings on the land, occupied 
by several concerns manufacturing 
shoes and accessory lines. The deal 
involves about $75,000. The Brockton 


Die Company, of which Edgar F. 
Mathews is president and Joseph C. 
Tougas, treasurer, intends to build a 
large factory on the vacant land which 
is part of their property. 


Haverhill 


“SELLING” HAVERHILL 


Manufacturers Start Aggressive 
Campaign to Advertise Market 


The Haverhill Shoe Manufacturers’ 
Association has taken the business bull 
by the horns and has inaugurated a 
publicity campaign to “‘sell’’ the city 
as a shoe-producing center. The 80 
or more concerns which are members 
of the local association believe the time 
is ripe for telling the trade world in 
plain language something of Haverhill’s 
advantages as a shoe market.  An- 
nouncements appearing in the “Re- 
corder’’ and other business publications 
tell of stabilized manufacturing condi- 
tions and prove by illustration that not 
only are women’s shoes produced here 
but men’s, misses’ and children’s as well, 
all in a wide range of style and quality. 

Photographic views of Haverhill’s 
shoe district will picture groups of 
buildings which are said to house a 
greater number of manufacturing con- 
cerns of footwear and accessories than 
any similar area in the world. This 
aggressive publicity campaign is 


* launched at a time when merchants 


are anticipating the Milwaukee con- 
vention and style show at which 
Haverhill will be represented. Its 
effect will be to turn the eyes of the 
trade toward Haverhill and to assure 
buyers, wholesale and retail, that the 
manufacturers of this city are prepared 
to render service. 


Shoe Decorations at Milwaukee 


Beaded buckles and beaded straps 
will be conspicuous on women’s low 
cut footwear at the Milwaukee Style 
Show, to judge from the sample orders 
for these goods placed in Haverhill. 
This city has several concerns which 
design and manufacture novelties in 
shoe ornamentation. All these report 
much interest in decorative effects on 
the part of shoe manufacturers, East 
and West. Many new designs have 
been worked out, not only for shoes in 
the factories but for retail merchants as 
well. For the latter the removable and 
interchangeable straps and buckles with 


cut steel and jet beading offer attractive 
opportunities for sales and profits. - 


Stock Shoes to Be Feature 


Beginning in January there will be 
available at several Haverhill factories 
women’s novelty turn and welt shoes 
in stock. Buyers’ demands for immedi- 
ate deliveries of Spring styles are antici- 
pated in this stock-carrying plan. Toa 
great extent. this is new in Haverhill, 
brought about by changes in buying 
methods. Illustrative of this departure 
from former factory merchandising is 
that inaugurated by Hopkins & Ellis. 
After January 1 this concern will carry 
on the floor of their factory nine pat- 
terns in women’s turn straps and one 
plain pump for at once shipment. 


Concern Making Children’s Turn 
Footwear 


Jaques & Clement have started the 
manufacture of children’s turn footwear 
with an initial production of 500 pairs 
aday. Several little details of the con- 
struction make this line different from 
the average children’s turn footwear 
according to the manufacturer. The 
members of the firm are: Edwin L. 
Jaques, who has charge of production, 
and George Kimball Clement, in charge 
of the financial and selling depart- 
ments. In this work Mr. Clement is 
assisted by P. B. Kerrigan, who will 
maintain a Boston sample office for 
the display of the line at 183 Essex 
Street. 
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FOOTWEAR 


WE WISH YOU A MERRY CHRISTMAS 


1921 
WILL BRING 


A complete line of felt and leather-soled FOOT- 
PALS, created by a master designer. 








The figure for our daily production is now 10,000 
pairs per day. We are in a position to fill all orders 
promptly. Let’s pull together in 1921! 





FOOT-PAL salesmen are doing their best to supply 
the felt slipper wants of every retail merchant— 
through jobbers. We wish it were possible to send 





a FOOT-PAL representative direct to you, so that 
he could answer all your questions and give you 
full information. 


The best we can do, however, is to recommend a 
jobber who handles FOOT-PALS; he will give you 
details as to terms, delivery, etc. 





Mr. Arthur and Abe Sachs will show our line at the Essex 
Hotel, Boston, beginning January 2d. Our Mr. M. Yuells 
will show our line at the,U. S. Hotel, Boston, Room 53. 














Last, but by no means least 


FOOT-PALS 


The Standard in Felt Slippers will bring YOU 











QUICK TURNOVERS—LIBERAL PROFIT 

















__THE E-Z WALK MFG. CO., Inc. 


62-70 W. 14th Street, New York City 
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MANY SALES HELD 


Christmas Spirit Did Little to Stim- 
ulate Trade 

The second week before Christmas 
in this city this year was featured by 
unusual conditions in all lines of retail 
trade. In past seasons the Christmas 
spirit was the motive power relied on to 
sell goods, and the same old element was 
in the buying of shoes and other prod- 
ucts this year but the usual strength and 
pulling power was lacking, according to 
merchants. 

As a result there were more “sales” 
in the past week than ever before in this 
city. The papers were filled with news- 
paper advertising setting forth half 
price sales. The marked down sales 
just now are confined largely to dry 
goods and clothing establishments, as 
well as furniture stores. 

Shoe merchants some time ago made 
readjustments in prices, and they did 
not feature mark down sales in the fag 
end of the holiday shopping season. 
In fact about all that these merchants 
advertised were slippers and silk hosiery. 

Arctics to the Fore Again 

In the past week there has been no 
general complaint voiced about trade, 
and the stores downtown appeared busy 
throughout the week. A belated bliz- 
zard struck the city on Thursday and 
merchants all had a big run on rubber 
goods with arctics the favorites. The 
arctic fad, after catching the women, 





ANTICIPATE AN ACTIVE 1921 


Retail Merchants Preparing for 
Good Business 


The shoe merchants, retail and 
wholesale, look for very good business 
shortly after the opening of 1921. 
They look for a good business the 
remainder of the Winter and a healthy 
Spring activity and are preparing for 
the same. Holiday trade has been 
fairly good at Memphis and Nashville, 
but business for two or three weeks 
has been a trifle draggy in all mercantile 
lines. Cold weather has kept the popu- 
lace off the street, and the period of 
re-adjustment following the national 
election, with an element of doubt as 
to what will be next, has kept the trade 
waiting. Some of the merchants have 
made slight reductions. In the main, 
however, prices of the finer shoes are 
about what they were 60 and 90 days 
ago. The holiday displays are unusa- 





Memphis and Nashville 
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Cleveland 


has spread to the men. Not so many 
of the sterner sex appear in the arctics, 
but it is not an infrequent sight to see 
men enter the theater in them or to 
appear on the streets with the goloshes 
flapping. Orders caught several of the 
manufacturers unprepared, and George 
W. Reiss, local agent for the H. J. 
Walker Company, Buffalo, made quite 
a record with goloshes. He had tipped 
off his firm that the demand would con- 
tinue here. The firm took the tip and 
prospered. 


Boots Not Selling Well 


The merchants visited practically all 
reported that boots had not been going 
so well as in former Winters, and they 
laid the blame on the inoffensive golosh. 
The new models go quite a ways up the 
limb, some higher up than the average 
boot. A pump or oxford or a pair of the 
strap models that took such a hold on 
Cleveland last Fall are quite sufficient 
when reinforced with the arctic. 


Slippers Sold Well 


Cleveland merchants made more of a 
drive this year for the major portion of 
the Christmas slipper trade than they 
have in former years, and judging from 
what is heard along Euclid Avenue, they 
met with considerable success. Slippers 
were advertised to sell for from 98 cents 
to five dollars, and there were a great 
many of the latter sold. 





ally attractive. Main Street in Mem- 
phis and Church Street in Nashville, 
also Union Street in Nashville, are 
radiant with Christmas laurels, holly 
berries and wreaths. Santa Claus 
figures in colors or electricity show up 
at some of them. 


PREPARING FOR CONVENTION 


Interesting Topics to Be Taken Up 
by Tri-State 


Many trade topics of an interesting 
character will come before the Tri- 
State Retail Shoe Dealers’ Association 
at Memphis, March 14-16. Chisca 
Hotel is headquarters this year. Reuben 
Stieffel, president, states that many 
new members have been added and 
that there will be a large attendance 
from Nashville, Little Rock, Jackson, 
Miss.; Jackson, Tenn.; Clarksdale, 
Miss.; Helena, Ark.; Jonesboro, Ark., 











and a great many of the larger towns 
in each State. 


Cotton Convention Well Attended 


The meeting in Memphis in December 
of the cotton convention, called under 
the auspices of the Memphis Clearing 
House, the Memphis Cotton Exchange 
and the Memphis Chamber of Com- 
merce, was a largely attended meeting 
by financiers, merchants and planters 
from ten of the Southern States. 
Governor John M. Parker of Louisiana 
presided. Governor Chas. Brough of 
Arkansas made an address. A reduction 
of cotton acreage to 33 1-3 per cent of 
planted land and a 50 per cent yield 
for 1921 will be aimed at, together with 
greater diversification. The develop- 
ment of export as well as domestic 
trade, a warehouse system, and a census 
scheme with a credit plan and per- 
manent organization were the result of 
this meeting. 


Retail Merchants Organize 


The general merchants, most of them 
also shoe dealers in the smaller towns 
in Shelby county, have organized to 
work out trade problems. E. A. 
Harrold of Millington is president; 
Luther Jones of Brunswick, vice-presi- 
dent; C. R. Connell of Eads, secretary 
and treasurer; board of directors, J. F. 
Houston, Fisherville; J. B. Ellis of 
Eads; W. A. Sigler of Millington; D. A. 
Appling of Bartlett; J. H. Barrett of 
Barrettsville and E. W. Hale of White 


Haven. 









With Parisian Slipper 
Joseph Hyman Selling New Line to 
Wholesale Trade 


Joseph Hyman, “Joe” to his numer- 
ous friends in the trade, who for a 
number of years covered New York, 
New England and Pennsylvania for the 
E-Z Walk Mfg. Co., is now connected 
with the Parisian Slipper Company of 
New York City, manufacturers of felt 
boudoir slippers. 

Mr. Hyman has a roving commission 
enabling him to visit the trade every- 
where, and of course including all of 
his old clients in the territory which 
he formerly worked. He will visit the 
wholesale trade to which the Parisian 
Slipper Company confines its sales, and 
will spend the early part of January 
together with J.J. Prince of the com- 
pany in Boston. 

Mr. Hyman has already made some 
trips with his new line, and is very 
enthusiastic upon the reception ac- 
corded him and the success that has 
attended his effort. 
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Luke W. Reynolds Co. 


Established 1898 Incorporated 1912 








Makers of 
MEN’S MEDIUM GRADE 
GOODYEAR WELTS 


For Retail and 
Jobbing Trade 
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WE USE GOODYEAR WINGFOOT RUBBER 
HEELS AND GUARANTEE THEM 
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Office and Factory 
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165 Centre Street 
Brockton, Mass. 
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SERVICE, ine, 56 W. Washington St., 
CHICAGO, ILL. 
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See page 37 
*‘It takes the guess out of 


Shoe Fitting’’ 


[It gives the correct length and width of 
the foot in one operation. Tra de-marks in Forei gn 


It assures absolute accuracy of fit. 
It has an extremely favorable psycholog- Countries 


ical effect upon the customer—convincing 
him that your service, your store and your OS aetna Tmrertaaen of Prometiag your Pereien 
Asia and Africa? 


merchandise are dependable. 
Certain Foreign Countries award exclusive trade-mark rights 


Clarke-Emerson Mfg. Co. erin ase by another. This allows precy of valuable 


Worcester, Mass. 
Write us—for the full story! 
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Salt Lake City 


RETAIL TRADE FAIR 


While some Salt Lake City retail 
shoe -merchants report business as 
“quiet’”’ or. only “‘fair,’’ others say it is 
good. . On the whole it seems to have 
improved considerably during the past 
two or three weeks. A few stores are 
still cutting prices anywhere from 15 
to 30 per cent and more but a few are 
making an effort to keep up the prices, 
except on ‘‘broken”’ lines, which are 
going at a great reduction. Taking all 
into consideration the shoe business in 
this city is as good as last year. One 
or two firms believe they will be ahead 
of 1919. 


Straps and Satins Popular 


Women still demand plenty of 
“style.” Strap effects are very popu- 
lar, as are satins. Some of the stores 
are doing a great business in comfys, 
which are in demand as _ presents. 
Men are as conservative as_ ever. 
There is no demand for anything new. 
Oxfords are “‘dead’’ during the Winter. 
Good, serviceable browns, with just a 
touch of ‘“‘smartness,’’ are the most 


popular. If anything, there is a tend- 
ency to buy cheaper shoes, but they 
must have a good appearance. 


Z. C. M. I. Plant Has Exhibit 


The Z. C. M. I. department store 
is exhibiting its ‘“‘home made” shoes at 
the Deseret National Bank this week. 
The Z. C. M. I., which was founded 
by Brigham Young, the famous “‘Mor- 
mon”’ leader, has the only shoe factory 
in the intermountain country. Its 
activities are largely confined to work 
shoes and samples of every line are on 
view at the bank. 


Cash Business Best, Says Merchant 


Some of the Salt Lake City shoe 
stores are run on a strictly cash basis, 
and their owners claim that this is the 
most satisfactory way of conducting a 
retail shoe business. Credit has been 
given so freely in various lines in this 
city in the past that its purpose has 
been lost sight of and people who 
have been given credit are hard to get 
money from. 


West Virginia 
Va., with B. 
Headquarters of the company is in 
Hagerstown, Md. The new store, said . 
Mr. Lyens, will be located in Grafton 
permanently and will carry a full line 
of shoes. 


COMPANY INSURES EMPLOYES 


Diamond Shoe Company Presents 
Employes with Life Insurance 


The management of the Diamond 
Shoe Company of Charleston, W. Va., 


- announces the closing of a contract for 


group insurance of all employes of the 
store with the Metropolitan Life In- 
surance Company of New York. By 
this contract every employe is auto- 
matically- covered for insurance in 
amount of $500. This insurance goes 
into force regardless of the physical 
condition of the insured. Every em- 
ploye is allowed to name his or her 
beneficiary and the policy contains a 
total and permanent disability provi- 
sion aside from the life insurance 
feature. Also the Metropolitan Life 
Insurance Company furnishes a visit- 
ing nurse free to all employes insured 
under the group contract. The insur- 
ance was secured through the local 
representatives of the company in 
Charleston. 


Army Store Opens 


The United States Army Stores Com- 
pany has opened a store in the Sher- 
wood Hotel building, corner Latrobe 
and Ethel Streets, Grafton, W. 


Lyons as manager. 


With Shelby Store 


Harry C. Criswell of Waynesboro, 
Pa., has accepted a position in the 
Shelby Shoe Company store at Morgan- 
town, W. Va. The Shelby Company 
has one of the largest shoe stores in 
Morgantown. 


Goes into Bankruptcy 


A voluntary petition in bankruptcy 
has been filed in the federal district 
court at Bluefield, W. Va., by J. F. 
and W. W. Brown, trading as partners 
in the Brown Shoe Company of Prince- 
ton, W. Va. Liabilities are listed at 
$6,510.40 and assets at $7,236.34, 
$6,500 of which is stock in trade. All 
the creditors are shoe jobbers. 


Credit Men Send Condolences 


At the close of a recent meeting of 
the Huntington, W. Va., Credit Men’s 
Association, a resolution of condolence 
was voted to the family of the late 
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T. E. Graham, shoe wholesaler of 
Parkersburg, W. Va. 





Buffalo Notes 


Convention Plans 


Buffalo retail shoe merchants are 
busy with plans for the convention 
which will be held here next Summer. 
A meeting of the Buffalo Retail Shoe 
Dealers’ Association was scheduled for 
last week at which these plans were to 
be the subject of discussion. At. this 
meeting, chairman of the various com- 
mittees in charge of arrangements for 
the convention and the big shoe display 
which will be held at the hotel in con- 
nection with it are to be named. It is 
expected that there will be at least a 
dozen of these committees. 


Associated Service 


The Associated Service Building is: 
starting a campaign to get more shoe 
firms to display their wares on the sec- 
ond floor, where six concerns already 
are. The services of a special represent- 
ative have been secured and a number 
of firms are said to be now negotiating 
for space. The six concerns already 
located in the building have been doing 
some attractive co-operative advertis- 
ing, one of the latest features of which 
is a neat folder. The six concerns are 
The Atlas Shoe Company, Churchill- 
Alden Shoe Company, Joseph Argus 
Shoe Company, Nathaniel Fisher & 
Company, Superba Shoe Company, and 
the A. S. Kreider Company. 


Mayor Gleason—Salesman 


The First Man of Brockton to Sub- 
stitute Road for Civic Duties 


William L. Gleason, present mayor of 
Brockton, who reiires from that office 
in January, will become a member of 
the selling force of George E. Keith 
Company. He will begin his work the 
middle of January and will cover some 
of the principal cities. Mr. Gleason has 
been connected with the shoe industry 
since he was a boy, having worked in the 
cutting department of Rice & Hutchins, 
Inc., Marlboro factories, also in E. E. 
Taylor Company’s Brockton factory. 
For twelve years he was employed as a 
cutter by M. A. Packard Company. 

As Mayor of Brockton during the past 
three years, Mr. Gleason has filled the 
office with dignity and efficiency. The 
prestige and experience which he has 
acquired in this position will no doubt 
have an important bearing on his work 
with George E. Keith Company. 





‘“*The Empress” 


Fine, light Jersey cloth 
uppers firmly attached 
to foxing. Black fleece 
lining. Three or four 
buckles that fit snugly 
around the ankle and 
leg. Made in lasts to 
suit any height of heel. 
Special snow exclud- 
ing qualities, and full 
gum inner vamp be- 
neath the cloth. All 
sizes for women, misses 
and children. 
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Neat, Serviceable 
Gaiters for Women 
and Children 


Progressive shoe dealers have found 
that the real basis of good business is 
a strong appeal to the woman trade. 


“U. §S.” Gaiters and Arctics for 
women, misses and children are 
built on very appealing lines. Their 
style will please the most particular. 
Their sturdiness and comfort rival 
the heavier types for men. 


Here is the ideal footwear to build 
up a permanent and loyal trade. 


United States Rubber Company 
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Rubber and the Weather 


Severe Winter of Past Two Years Responsible 
for Shortage 


Said a well-known rubber man the 
other day, “If there were not a flake of 
snow all Winter, it would take a year 
to fill the stocks of the jobbing trade 
and the retail merchant on light 
rubbers.” 

We have been shipping out stock in 
lively fashion. A look at the stock 
room proved that there was no surplus 
on hand; in fact, the shelves were 
practically depleted. The mild weather 
of the past two months has given the 
rubber manufacturers a chance to catch 
up a very little, but not to any appre- 
ciable extent, on the great demand 
that was created by the severe Winters 
of the past two years. 

Probably no other industry depends 
so much upon the weather as does the 
rubber business. A rattling good snow- 
storm can start a demand for merchan- 
dise which will tax stockrooms and 
shipping facilities to the limit, and in 
turn make a bigger gap for the pro- 
duction man to fill. 


Regarding Price Lists 


In a week or two price lists will be 
issued. According to one authority, 
the prices on light goods will remain 
practically the same, although there 
will undoubtedly be a reduction in 
some styles; such as perhaps on the 
heavy lumbermen’s boots, and in 
cloth goods. 

In regard to the request of some of 
the merchants that the January prices 
be effective as of March 1, a rubber 
man makes this reply, “It is necessary 
for our salesmen to start out in January 
for orders so that the factories will 
have something definite on which to 
base their production estimates. And 
when they start to take orders, they 
must have a definite price schedule to 
submit to merchants. 


Question of Production 


“‘Salesmen usually send in their orders 
to the factory during January, Febru- 
ary and March. It is then full steam 
ahead for the factories. If prices were 
not effective until March, it would be 
March before the salesmen would go 
out on the road, and this would mean 
April before the orders began to come 
into the factory; salesmen would be 
sending in orders during April, May and 
June, and the factories would have lost 
six months’ time. It is purely a ques- 
tion of production; the manufacturers 
must have orders early to make goods 
to fill the demands of the merchant, 
and the factories cannot make a year’s 
production in nine months’ time.” 


Styles in Arctics 


Arctics with heather cloth tops have 
appeared in the retail stores. Cheerful 
looking storm footwear are they, beside 
the familiar black arctics of funereal 
hue. Will novelty top arctics appear 
next? Say arctics with Scotch plaid 
tops, cravenetted? Well, if styles in 
arctics are developed, a lot of novelty 
arctics will be worn in Winter weather, 
rain or shine. 


New Foothold Last 


The tendency in leather footwear 
toward a shorter vamp and broader toe 
is having its effect on light rubber foot- 
wear. The United States Rubber 
Company has announced for 1921 a 
new foothold last for women, made in 
all widths and designed for the new 
type of shoes. It has a slightly shorter 
vamp and a slightly more rounded toe 
than has prevailed for two years. 

In men’s goods the same tendency 
has added to the line a new shape, to 
meet present style conditions of the 
man’s shoe. It is made in all widths. 
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This is a former model, remodeled, and 
though properly classed as a pointed. 
toe, it is not nearly so extreme as has 
been necessary for the past few years. 
It carries a trifle more swing in the 
forepart than the older model and the 
heel is large enough to take care of the 
shoes which are being most widely sold 
today. 


FABRIC FOOTWEAR 
With Rubber Soles from 1885 to 19206 


Rubber manufacturers first began 
making fabric rubber-soled footwear 
about 1885, but the great popularity 
now enjoyed by this class of goods has 
been reached chiefly through a tre- 
mendous growth in public favor cover- 
ing only the past three or four years. 

It is a far cry from the “sneakers” 
of a decade ago to the sturdy shoes of 
handsome lines available today. The 
increased interest in these shoes is 
due not only to improvement in quality 
and style, but to the application of 
methods of advertising and merchandis- 
ing which have stirred the interest of 
the consumer. 

When the line of one of the largest 
rubber companies reached the stage 
where it had all the elements of quality 
and gracefulness necessary to a high- 
class product, it was found that there 
was a great obstacle to successful mar- 
keting in the lack of a satisfactory 
name for the line. The very name 
“sneakers’”’ which was in common use 
was in itself a hindrance to successful 
merchandising; therefore a_ trade- 
marked name was chosen with great 
success. 

It was in 1916 that the first leather- 
trimmed bal, at a popular price for 
outdoor wear in its line, was made. 
That one type of shoe has grown so 
in popularity that today it is made 
by the rubber company which origi- 
nated it in eight styles. 


For Hard Wear 


The construction of the soles in this 
particular type is worthy of mention. 
These shoes are worn largely by boys 
at that stage of life when hard play 
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DECIDEDLY BROCKTON SHOES 
QUICK DELIVERIES 


ORDERS FILLED IN FROM 10 DAYS TO TWO WEEKS 


Made by Brockton’s expert shoemakers—not at revised 
prices, but at prices based on actual cost of production, 
under lowest overhead and best factory conditions. Let 
us serve you. We are pleasing others. 
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Present 


Prices 
for Winter of 


1920-1921 


Our Apollo, made in_ plain bal, 
fuxed quarter bal, and full quarter bal, of bl ee eo calf, brown or 
Creese & Cook or Gallun full grain calf, " ack, waterproof construction, seven iron 
No. 1 fine sole. Price $6.25 Wine or Dark doubler, No. 1 overweight outsole. A gold 


BELMal 


Cordovan 


$7.25 


Colored Calf 
from 


$4.75 to $6.25 


Gun Metal Calf 
$6.00 


Full Grain Side 
Leather 
$4.25 to $5.00 
Kid 
Full grain patent leather, flexible (Black or Brown) 


sole, dress shoe, Einstein best quality cork- grain patent 
screw worsted top $5.75 $6.00 
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All Prices Are Subject to 
Change Without Notice 





Our Line 100% Goodyear Wingfoot Rubber Heels 


BROCKTON SHOE MFG. COMPANY, Ine. 


BROCKTON (Campello Station) MASS. 
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calls for the sturdiest footwear. The 
soles are built to stand the strains 
and wear of just this type of service. 
In some styles they are laminated and 
in others they are reinforced, but in 
either case they represent a combination 
of strength and durability that may be 
pointed out as one of the distinguishing 
features of the type. 


Three Substances 

The leather-trimmed type is one 
which represents the highest standards 
of technical and manufacturing skill. 
The proper methods of making this 
shoe were not learned in a day. Into 
its manufacture enter three substances, 
cotton fabric, rubber and leather—each 
presenting its own problems. 

Most of the problems in the manu- 
facture of fabric rubber-soled shoes 
arise from the fact that rubber must 
be vulcanized. To the lay mind the 
meaning of this word “vulcanize”’ is 
hazy, but it is sufficient for ordinary 
purposes to know that rubber to be 
usable must be “cured” by being sub- 
jected to intense heat. 


Heat Problem Solved 


In the leather-trimmed fabric shoe 
the leather and fabric parts must pass 
through this intense heat at the same 
time as the rubber parts. Manu- 
facturers had to face the fact that the 
fabrics lost considerable of their strength 
from the heat in the vulcanizing 
process, and the bleached goods fre- 
quently turned yellow and pink, while 
from the same cause the dyed fabrics 
lost their even tone and faded. The 
difficulty was a serious one, yet it has 
been solved to the point where there is 
no appreciable loss of strength in the 
fabric and there is no longer discolora- 
tion of the goods. 

Equally difficult were the problems 
of carrying the leather through the 
vulcanizing process without damage. 


High Quality Standard 

The manufacture of fabric rubber- 
soled footwear is today one of the 
least haphazard in the whole manu- 
facturing field. To make goods of this 
sort which will give satisfaction, a 
technical knowledge and wide manu- 
facturing experience are necessary. 
The standards of quality have already 
passed beyond the point where make- 
shift goods will satisfy the demand. 
Even in boys’ goods, where the sales 
are largest, the “‘sneakers” of a decade 
ago will not pass the test of workman- 
ship or style required in goods produced 
today. 


Conditions at Naugatuck 


The Naugatuck rubber mills, of 
which there are a number of large ones, 


are experiencing both good and_ in- 
different times; that is, some are run- 
ning full time and othérs on short time, 
according to the demand for the 
product. Rubber goods are manu- 
factured here in great variety—boots, 
shoes, rubbers, tennis shoes, gums of 
all sorts. Commencing December 13, 
the stitching departments of-the plants 
commenced running on practically a 
five-day-a-week schedule, and other 
departments continue on practically a 
forty-eight-hour-a-week basis. This in- 
dicates that the mills at Naugatuck are 
fairly busy and the production showing 
is a very good one. 


EXHIBITION RUBBERS 


Selling Helps Offered to Merchants 
by Buffalo House 


Wm. H. Walker & Co., manu- 
facturers and wholesalers of rubber 
and leather footwear of Buffalo, N. Y., 
recently sent a letter to its customers, 
telling them that they had secured 
a few very large rubbers (size 30) on 
the storm rubber style and would 
loan one, free of charge, for one week’s 
display in window or store. On the 
back of the letter was reproduced an 
illustration of a display which the mer- 
chant might use, and a chart covering 
the weeks and months from December 
to May, so that the merchants might 
mark in these spaces the week and the 
month for which they wished the 
exhibition rubber sent. A guessing 
contest was suggested, a prize of a pair 
of rubbers to be offered to the winners. 
A comparison effect was also suggested, 
namely, the placing of a child’s storm 
rubber beside the large one. 


RUBBER MARKET QUIET 


Plantation Grades Were Again 
Lower and Demand Light 


Very quiet conditions were main- 
tained in the crude rubber market, 
while prices on plantation grades were 
again fractionally lower. The situation 
present no bright spots and the opinion 
generally expressed not long ago that 
the market had reached about the 
lowest possible level seems to have 
changed. No one now appears to be 
willing to make any prediction as to 
what the future may have in store. 


Easy Closing 


Nominal quotations on _ ribbed 
smoked sheets at the close were 1614c 
for spot and nearby, 1834c for January- 
March arrival, 19%c for January- 
June, 2034c for April-June and 25c for 
last half of the year. The plantations 
it is reported are not offering. The 
London market was easier. No further 
quotable change in prices on Para and 
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Central grades occurred, but the market 
closed easy with practically no business 
in evidence. 


Rubber Quotations 


194%@.. 
1334@.. 
18 @.. 
114%@.. 
144%@.. 
114@.. 
11%@.. 


Para—Up-river, fine... .. 
Up-river, coarse 
Island, fine 
Island, coarse......... 
Caucho ball, upper... . 
Caucho ball, lower 
Cameta 

Plantation—First latex, 

CUNG de ccechsciciant heed, Maes 
Brown crepe, thin, clean 14144@.. 
Brown crepe, rolled.... 13 @.. 
Smoked ribbed sheets... 16144@.. 

Centrals—Corinto....... 13 @l14 
Esmeralda............ 13 @14 
Guayule, wet 20 @22 
Balata, block, Ciudad.. 70 @.. 
Balata, block, Panama. 47 @48 
Balata, sheet.......... 72 @80 

Mexican—Scrap .- @il 


Scrap Rubber 


The situation is in all respects un- 
altered, demand being almost negligible 
and prices wholly nominal. 

Modis Gtid SUOGE...5 6.05 66.6.5:55 «+ 
Arctics, trimmed 

Arctics, untrimmed.......... 
Tires-Automobile............ 
Bicycles, pneumatic 

Hose, steam, fire 

inner tubes, No: 1. :..5....:.- 
Inner tubes, No. 2......... 





New Shoe Stores 


Fineburg & Turick, Bonaparte, Ia., 
shoe department. 

Consumers Shoe Company, Chip- 
pewa Falls, Wis. 

A. I. Cohen, People’s Shoe Store, 
747 Washington Street, Boston. 

Louis Rickles, (Factory Shoe Store), 
Maynard, Mass. 

August Gumport, Elk Rapids, Mich., 
shoe department. 

A. Markovitz, Boston Shoe Store, 
Gloucester. Mass. 

Klein Toggery Sales Co., Fort Madi- 
son, Ia., shoe department. 

Brown & Hood, Osceola, Ia., about 
to commence business. 

Army Salvage Store, Belleville, IIl., 


shoe department. 
H. L. Ain, Terre Haute, Ind., shoe 


department. 





J. A. Munroe, vice-president of E. T. 
Wright & Co., has left Rockland for a 
month’s trip throughout Cuba in the 
interest of E. T. Wright & Co., necessi-, 
tated by the financial trouble that 
hangs over that Island at present. 
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Jot down these numbers 


Just a simple reminder to be doubly sure 
at the Milwaukee Convention to visit ex- 
hibits 71 and 73, where you will receive a 
hearty welcome and an idea or two that 
will be of help and profit to you during 
the coming year. Remember the num- 


bers 71 and 73—and look for a big sur- 


prise. 


Armstrong Cork Company 
132 Liberty Street Lancaster, Pa. 


“The Flexible Cork Innersole That’s Built Into the Shoe”’ 
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Christmas week 
same amount of activity which has been 
going on in the leather market during 
the past few weeks. 
but the aggregate amounts to better 

purchases than were being made a , 
month or six weeks ago. 
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Low Level Reached 


So Tanners Declare in Naming Prices---Aggregate 
of Business Fair with Improvement Ex- 


pected After Turn of the Year 


“From many sources we have been 
advised that the trade was waiting for 
the above condition to come to pass. 
It is here. Take advantage of it.” 


shows about the 


This is not large, 


No Lower Prices Probable 


It is reported Most tanners are looking forward 
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stated that the sales being made be- 
tween now and the first of the year are 
as low, if not lower, than they will be 
after business closes December 31. 


Calf and Side Leathers 


Some fair business has been done on 
the better selections of side leather and 
heavy weights for men’s trade, particu- 
larly of the staple lines. The standard 
tannages of snuffed chrome colored 
sides have been sold at 30c, 35c, and 
40c per foot, full grain 5c higher per 
grade: A fair business has also been re- 
ported in celf leather, full grain chrome 

























on very good authority that some rather 
large sales of upper leather have been 
made to some of the big shoe manufac- 
turers and the general trend of opinion 
among leather merchants and tanners 
is that prices have reached their lowest 
level, in fact, they refuse to accept many 
of the offers which have been made of 
late. 












Trade Opinion 

In the words of one of our largest 
leather merchants, “During the past 
two weeks our leather market has found 
itself. All of the large tanners are now 
quoting firm prices below which they 
will not go. 

“The large hide dealers are not ac- 
cumulating any skins as they are leav- 
ing them in the hands of farmers and 
small butchers; consequently, the hide 
surplus is not increasing. Also, as you 
know, there is a limit of time beyond 
which hides cannot be kept. This con- 
dition has been reached upon the part 
of a great many hides in the market so 
that the supply of good hides will de- 
crease rather than increase as the season 
of the year is past for such good hides 
and deterioration is setting in in some 
sections. - 

“‘There will probably never be a more 
favorable opportunity to buy leather on 
a low basis with expectation of profit 
than exists right now. With the market 
on bottom you can recommend to your 
customers that they can buy shoes 
safely as there will not be any further 
reductions in leather prices. 























now to the first of the year. It is freely 


(Continued on page 126) 








Comparative Leather Prices 


While there is no standard of leather quotations today in view of the wide range 
and absence of active trading, we give herewith a list of prices of reported sales as 


compared with ruling quotations of a year ago: 


Upper Leathers (Price per foot) 
Dec. 21, 1919 


Dec. 21, 1920 


Calfskin (suede) ...... COE Ee 2) vn $1.20@$1.40 $0.65 @$0.75 
ES Ee OPTS Om Hen rN A 1.15@ 1.35 -60@ .70 
oe Re Tn Pe 1.10@ 1.30 50@ .60 
Glazed kid (colors, best quality)............... 1.25@ 1.50 -70@_ .85 
Glazed kid (medium, black and colors)......... —@ 1.05 A0@ .55 
Glazed kid (cheap to medium) ................. -20@ «55 —@ .40 
arr aee 50@ = .80 30@ «.45 
POEL ee ee ee 45@. .75 —@ .35 
EERE EE TS Cee eT eee 55@ .75 —@ .40 
MG IEE Yin cic poke Sindee data dae belsawaseue -85@ 1.10 -55@ .60 
Patek lentes aide, TAO. Bois 5 3claicissic iio 6c. 5-0 0 deers -90@ 1.00 50@ .60 
Sole Leather (Price per pound) 
a Bi 8 iin clanca his RADE Kolo e: 6/0 exenerexe $0.56 @$0.57 38@ — 
Tiomsleiak: eioamiels GUE) ok 525 3d. soic ose ec cces 54@ _ .55 314@ — 
Rr Sed dig sd ass Wisiarsaceid-0 54.04.60: 0:0:0:0%626 84@ _ .55 50@ .60 
ME is Br nese. scctiuaiarace o> sonore sie 6% area, ai -95@ 1.05 .60@ .70 
ee Rao 5 ai sctadeithog sc de ebemsewined 82@ .84 5@ — 
Raw Hides and Skins (Price per Pound) 
Native steers, as used in sole leather, harness, etc $0.38 @$0.40 —@$0.20 
Heavy Texas steers, for sole leather............ —@ .34 —@ .16 
Light native cows, for side upper leather........ 35@ _ .38 —@ .15 
Branded cows, for light sole leather............ 30@ = .33 —@ .13 
No. 1 buffs, for heavy upper and side leather.... .23@_ .25 $0.10@ .12 
No. 1 Chicago City calfskins, for fine calf leather 55@_ .75 10@ «17 
Kine, for. upper leather... ... o.0-.0.0.0.00000080 eee 40@_ .60 09@ .16 
B. A. hides, for hemlock sole leather............ —@ .40 19@ — 
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POOPY - 


§ CRUMBS OF COMFORT 


REG. U.S. PAT. OFF. 


THE OLD RELIABLE 
Shoes For Women 


54 STYLES 
In Stock---Turns and New Process (Patented Cushion Sole McKay) 


See Our Exhibit, Space 108, Mezzanine Floor, N. S. R. A. Convention, Milwaukee, Wis., Jan. 10, 11, 12, 13 


CATALOG “AND PRICES ON REQUEST 








‘ —_" . ~ 4 Stock 476—Kid Seamless Bal. Stock 446—Kid Polish, Kid Tip. 
Stock 44114—Kid Polish, Kid Tip, Plain Toe, Cat’s Paw Rubber Heel. Cat’s Paw Rubber Heel. New 
Large Ankle. Cat’s Paw Rubber Cushion Inner Sole, Turned. C, D, Process Flexible Cushion Sole, 
Heel. New Process, Flexible Cush- E, EE. Fits like a glove. Looks McKay (Patented). C, D, E, EE. 
ion. W wide only. extremely well. A big seller. Longwear, Perfect Comfort. 

Stock 484—Same Button. 



































EVANGELINE a. Telmeee 


WELTS A FLEXIBLE 
IMPROVED CUSHION SOLE CUSHION SOLE 
For Women SHOES, DR.A. REED, PAT- McKAY 
ENTEE, 1900, 1901. THIS IS c 

NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION. 


A. H. BERRY SHOE COMPANY 


PORTLAND, MAINE 
































BOSTON OFFICE 428-480 ALBANY BUILDING 
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*““TRAVELERS’ DAY” 


Will Be Observed at the Big Mil- 
waukee Convention 


Hundreds of traveling shoe salesmen 
will make things lively on ‘Shoe Trav- 
elers’ Day” at the N. S. R. A. Conven- 
tion, to be held in Milwaukee, January 
10 to 13, 1921. 

Reductions of hotel rates, transfer 
charges and exorbitant fees for other 


WALDO M. OAKMAN 


President National Shoe Travelers’ 
Association 


services will be discussed. Facts con- 
cerning traveling conditions will be 
given considerable publicity. 

Traveling shoe salesmen insist that 
hotel rates be reduced in proportion to 
reductions in other lines of business and 
in making these demands the traveling 
shoe fraternity feels that it is fully 
warranted on account of changed condi- 
tions in making such demands. 

The shoe travelers believe that rates 
charged by transfer companies in haul- 
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On To Des Moines - 

The National Shoe Travelers’ 
Association will hold its annual 
convention at Hotel Fort Des 
Moines, January 17, 18 and 19. 
Already we hear from many of 
the city and state organizations 
that they are to send delegates! 
Good News—Keep up the good 
work. The Des Moines Conven- 
tion bids fair to be the biggest and 
best ever! 

All aboard for Des Moines— 
boys— January 17, 18 and 19! 

Iowa Boosts 

The Iowa National Shoe Trav- 
elers’ Association had a special 
meeting today at the Hotel Fort 
Des Moines, going into details in 
general, outlining plans to enter- 
tain the delegates to the National 
Shoe Travelers’ Association. The 
Board of Governors meets Mon- 
day, January 17, at the Hotel 
Fort Des Moines, Des Moines, 
Iowa. Everything is being done 
in Des Moines by the members of 
the Iowa Association, the Des 
Moines Chamber of Commerce 
and also the merchants of Des 
Moines to make every delegate 
feel at home while in Des Moines. 
‘The reception committee will 
meet all trains to convey the dele- 
gates by auto to the hotel. 








ing passengers and baggage are exces- 
sive and should be adjusted to fit new 
conditions. “The entire world should be 
reasonable,” says the traveling man. 
Special delegations of shoe traveling 
men will attend the convention at Mil- 
waukee on “Shoe Travelers’ Day.” 


SOUTHERN ASSOCIATION MEETS 


In 30th Annual Session Elect Officers 
—Banquet January 6 


The 30th annual business meeting of 
the Southern Shoe Salesmen’s Associa- 


E. M. COX 


President of the Southern Shoe 
Salesmen’s Association 


tion was held at the Boston headquar- 
ters of the National Shoe Travelers’ 
Association December 20. The follow- 
ing officers were elected to serve for 
1921: E. M. Cox, President; J. S. Car- 
ter, Vice-President; F. W. Stanton, 
Secretary and Treasurer. This makes 
the 11th time that Mr. Stanton has been 
elected to attend to the written and 
financial activities of the Southern 

















BLUM’S FELT SLIPPERS 
For 1921 


In placing your advance orders for the 
coming year, remember that back of 
every pair of Blum’s Attractive Felts is 
the workmanship and experience that 
comes only with years of specialization. 


UNIVERSALLY KNOWN AS 


“THE SLIPPER BEAUTIFUL” 


BLUM SHOE MANUFACTURING COMPANY 


lactorves az 


Deasville, New York, 
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Boston Shoe Travelers 


Celebrated Twentieth Anniversary December 18 and Elect New Officers 


THOMAS A. DELANEY 


President of Boston Shoe Travelers’ 
Association 








travelers. He is also the popular Sec- 
retary of the National Shoe Travelers’ 
Association. George L. Starks was 
chosen to represent the Southern As- 
sociation at the annual convention at 
Des Moines on January 17-19. At the 
business meeting, an interesting report 
was read by the Secretary-Treasurer 
and accepted. 

The annual banquet of the Southern 
Shoe Salesmen’s Association will be held 
at the Hotel Westminster, January 6, 
1921. 


Sam Price with New Firm 


Sam ‘Price, who for the past three 
years has been the Chicagorepresentative 
of McElroy-Sloan Shoe Company of 
St. Louis, has severed his connection 
with the above-named firm and will 
hereafter represent the Federal Slipper 
Company of New York as Western 
salesmanager. He will continue in his 
present office, 504 Security Building, 
Chicago. 


D. J. Dunn Dead 


D. James Dunn of Rochester, N. Y., 
formerly with Wilson Process, Inc., 
and prior to that with the Rochester 
Shoe Manufacturing Company of Penn 
Yan and Utz & Dunn, died on Tuesday, 


December 14. He left a widow and 


a son. 


The Boston Shoe Travelers’ Associ- 
ation celebrated the twentieth anniver- 
sary of their organization on Saturday, 
last, December 18, at 12.30 o’clock, 
when a hundred or more members 
gathered at the Boston Shoe Trades’ 
Club. Optimism was the keynote of 
the meeting; the boys were most en- 
thusiastic over the prospects for 1921 
business. 

An excellent program, every number 
of which was a winner, was well received, 
and reflected much credit on the Enter- 
tainment Committee. Among those who 
contributed to the program was Sales- 
man William Gaffney, who. sang sev- 
eral bass solos. Mr. Gaffney was ac- 
companied on the piano by his brother. 
The Wilmark Theatrical Company, 
under the direction of William Tim- 
mons, kept things humming with their 
fun-making. 


Election of Officers 


The election of officers took place, 
with the following results: President, 
Thomas A. Deiany; vice-president, 
William H. Larkin; secretary-treasurer, 
William Noll. Executive Committee: 
E. J. Andrews, Harry W. LeFavor, 
A. L. Puffer, E. U. Burdette. 


Tribute to Noll 


William Noll, or “Billy’’ Noll, as he is 
affectionately called by the Boston 
travelers, has now entered on his twen- 
ty-first successive year as secretary- 
treasurer of the association. In appre- 
ciation of his good services, the associa- 
tion voted him a present of $100, with 
an annual increase of $100 in salary. 
And by the way, “Billy” had a word to 
say on the buying situation for 1921, in 
part as follows: 
liquidating. When this stock is gone, 
there will be a big demand for lower- 
priced shoes. I have no fear for the 
future of the trade. There will be 
plenty of buying on our next trips.” 

The National Convention at Des 
Moines was not forgotten. Two dele- 
gates were elected to attend—the new 
president, Thomas A. Delany, and Sec- 
retary William Noll. 

The 1920 president, S. L. Curry, pre- 
sided in his customary gracious manner. 


Presenting President Delany 


The new president, Thomas A. De- 
lany, is one of the most popular travel- 
ers going out from the south shore of 
Massachusetts. He sells the T. D. 
Barry Company line in the Middle 
West and Northwest, and will start out 


“‘Merchants are now. 


WILLIAM NOLL 


Re-elected Secretary for Twenty-first 
Time 








immediately the week after Christmas 
on a three weeks’ trip. President. De- 
lany is a member of the Board of Di- 
rectors of the Boston Shoe Trades’ 
Club and editor of the National Shoe 
Travelers’ Magazine. He also con- 
tributes the latest news about his broth- 
er travelers to the “Recorder,” and will 
act as special correspondent of the 
“Recorder” at the Milwaukee Con- 
vention in reporting the activities of 
visiting salesmen. 

It is a safe prediction that ‘‘T. A.” 
will keep things moving in the Boston 
Shoe Travelers’ Association during 
1921. Smokers are to be a monthly 
feature. 


NEW YORK TRAVELERS 


Elect Officers—President Oldaker 
and William Pitcher Will Go to 
Des Moines 


A meeting of the Boot and Shoe Trav- 
elers’ Association of New York was 
held at the Bush Building, December 10, 
at which officers were elected for the 
coming year, as follows: A. E. Oldaker, 
president; C. B. Brigham, first vice- 
president; M. W. Kempner, second vice- 
president; H. M. Rogers, board of gov- 
ernors; 5. A. McOmber, secretary-treas- 
urer. Messrs. Oldaker and William F. 
Pitcher were chosen as delegates to the 

(Continued on page 126) 





Buyers’ Easy Reference Directory 


Give Your Display Boots That 
Smooth, Smart, Nifty Appearance 


by forming them up with “AJUSTO” BOOT TOP FORMS. 
Quickly adjusted. No springs to get. out of order—no 
screws to adjust—the SLIDE does the trick—it expands the 
form and your boot tops assume smooth, graceful lines. 
Model No. 2 for 8 and 9-inch boots, A and B widths. Model 
3 for 8 and 9-inch boots, C and D widths. For ten, eleven 
and twelve inch boots, any width, use Model 3. Order 
enough for your windows today. Price $3.00 the Doz. Net, 


f. o. b. W. Somerville. 


U. S. SPECIALTY MFG. CO. 


115 Josephine Ave., West Somerville, Mass. 


Showing ‘‘Ajusto” Boot Top 
Form Before Boot Is Laced. 


Showing Boot Formed Up With 
“Ajusto” Boot Top Form. 





BOUDOIRS for 
CHRISTMAS 
- In Stock 


Order DIRECT from 
MANUFACTURER and 
et better values. Fine 
lack hand turned bou- 
No. 444 doirs. Quilted sock lin- 


In Stock 
Price $1.50 
Quilted Sock 


ing and large silk pom- 
2% 30Days poms. Sizes 2% to 8. 


SALEM SHOE COMPANY 


SALEM, NEW HAMPSHIRE 





GENUINE VICI KID COMFORTS ea 
PRICED RIGHT 


Blk. Vici Whole Quarter Pol. $4.00 

Bik. Vici Oxford 3.25 = 
a i " ee 25 

Tip or Plain Toe, Cushion Rubber 

Heels. Sizes a 

Widths C, D, E, EE. 


Made to your order in 
pair cases only. 




















ALL LEATHER 
WELTS 


ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 


ait FJ BASRFY | 
HARNEY, TRACY, CREHAN CO. 


FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 

















Be sure you are right 
about— 
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Style Before you buy 
Spats see page 
37 








PENTUCKET SHOE CO., Inc. 
HAVERHILL, MASS. 








a a 








| Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 


332 Summer St., Boston, Mass. 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work.. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 


The shoe is for 
the foot and not 
a store house for 
appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 
lohnson City, N. Y........ 124 Main 
Broad 
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THE LEATHER MARKET 
(Concluded from page 119) 

in colors from the best raw stock, stand- 

ard tannages, bringing from 40c to 55c 

per foot and the snuffed 35c to 40c and 

45c per foot. 


Patent Leather 


While the local business in patent 
leather has been comparatively small 
there has been a good inquiry for export 
trade and it has been difficult to fill siza- 
ble orders for full grain patent sides of 
the best selections... Prices on these 
patent sides range from 45c to 55c per 
foot. Some job lots of snuffed sides 
have been offered from 40c down. 

Glazed Kid 

There has been occasionally a large 
block of glazed kid moved but there is 
some discussion as to price. Standard 
tannages from the best raw stock are 
quoted at from 70c to 80c per foot for 
the best, 45c to 65c for medium and 25c 
to 40c for the lower grades, with blacks 
5c to 10c lower. 


Sheep Leather 


Sheep leather is reaching a lower base 
but it is still held high in comparison 
with other upper leathers. Standard 
tannages and colors are quoted at 26c 
to 28c for the best, 18c to 24c for me- 
dium and 12c to 1l6c far lower grades, 
blacks 2c to 3c less. It is stated, how- 
ever, that some of these prices could be 
shaded on a good sized lot for cash. 

There has not been much curtailment 
in splits owing to the curtailment in 
tanning but fair amounts continue to go 
out on export account. 


Sole Leather 
There has been more inquiry reported 
for dry hide sole leather than a month 
ago and the sales in the aggregate have 
made considerable volume. The former 
dry hide hemlock has to some extent 
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been oak tanned and sells more freely 
than the old hemlock color at a little 
better price. Shoe manufacturers prefer 
oak colored leather to the former oldfash- 
ioned red. The quotations most heard 
on the best grades in this leather are 36c 
to 38c per pound, No. 2 34c to 35c and 
No. 3 30c per pound, medium and light 
weights from 2c to 4c less. 

Prime tannages of union sole packer 
steer backs have recently been sold up 
to 58c per pound, cew backs 48c and 
other tannages are reported to have 
been sold for less money. 

There has not been a very active 
market on oak sole, but it is believed 
that around January 15 there will be 
considerable improvement in shoe man- 
ufacturing and consequently in the sole 
leather sales. Scoured backs could 
probably be bought today around 45c 
although they have been sold at 50c. 
Quotations generally range higher. 

Sales of sole leather offal have been 
smaller since the large sales of a few 
weeks ago. 





THE SHOE TRAVELER 
(Concluded from page 123) 
National Convention at Des Moines, 
January 17, 18 and 19, and Arthur I. 
Benedict and L. H. Gerson as alternates. 

Immediately after the election of of- 
ficers, President Oldaker and Secretary- 
Treasurer S. A. McOmber sent out a 

pep” letter to members, urging good- 
fellowship, brother, and _ increased 
membership. 

A committee from the Boot and Shoe 
Travelers attended a meeting on De- 
cember 21 of the Committee of Allied 
Industries, including the Wholesale 
Leather Dealers, the Wholesale Shoe 
League, the Shoe Manufacturers’ Asso- 
ciation of New York and the New York 
Shoe Retailers’ Association, for the pur- 
pose of getting together these allied in- 
dustries at a banquet on February 3, 
which is to be held in the large ballroom 
of the Astor. 











HOME FOR CHRISTMAS 


At Boston Shoe Trades’ Club 
By T. A. Delany 

“Tim” Murphy, the man who his 
developed more baseball players then 
any man in the shoe business, has 
shown up at the club after a very good 
season on the road. “Tim’’ certainiy 
does get the orders if any are to be 
passed out, as he has that clear and 
open smile of honesty which carries the 
conviction that what he says is the 
absolute truth. 

There are two things, however, on 
which he is shy and on which he 
doesn’t have to spend much money, 
hair brushes and smokes. 

G. “‘Washington” Foster is also with 
us: and to stay for some time. Wasi- 
ington has spent much of his early life 
in St. Louis, but after a little associa- 
tion with the Boston bunch he decided 
there was none better and so packed 
up his belongings to settle in this 
locality. 

Frank Keene of the W. L. Douglas 
Company has a mighty pleasant look 
on his face, moreover, one of complete 
satisfaction, due to the fact that he is 
one of the hustlers who has made it 
possible for his company to start 
making ten thousand pairs a day. 


HELPING SANTA CLAUS 


Members of Ohio Shoe Travelers’ 
Association Do Charitable Work 
The members of the Ohio Shoe 

Travelers’ Association who are now 

home for the holidays are lending their 

services to the Santa Claus Club of 

Columbus by making inquiries through- 

out that city regarding the worthiness 

of the many appeals that come to this 
organization for help at Christmas 
time. For several years past the Ohio 

Shoe Travelers’ Association has lent a 

helping hand to the Santa Claus Club 

at this time, and holds the gratitude of 
all the needy. 
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See page 37 





SPAT ){\ QUESTION 


What is the 
first thing to 
look for at the 
Convention? 














tity of circulation. 








WHAT IS YOUR ADVERTISING 
DOLLAR BUYING? 


High prices of materials and print overhead have made 
necessary a stricter economy lines. 
Advertising should be considered as well as the commodities 
in which merchants deal. 
choosing only those siublicstiace whose -circulation is ac- 
curate , you not only practice economy in your adver- 
tising, but are assured that your money is buying a definite quan- 


The Boot and Shoe Recorder’s circulation is measured by the 
Audit Bureau of Circulations. Advertising placed in its columns 
is an economical investment. 


mercantile 
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CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








Milbradt Rolling 
Step Ladders 


Manufacturing Co. 
2410 No. 10th St. 





“FISHER” 
"Trade Mark 


SUPPORT 
Without With oS wy to 
Erovenes % Cousteang of Boots o 
eye = Repair’ Depertsment oa 
The New Improved 
+E, W.” 
SHOE STRETCHER 
shoes sizes 
a | ml 13 to men's Py 
across the 34 end or of to 
=f 2 ahdaaglig 
F. W. WHITCHER CO. 

















ST. LOUIS, MO 


No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 
Sy Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attractive 
fixture for the store, also a 
long wearing and useful one as 
well. 


Write Us Direct if Your Dealer 
Cannol Supply You 


Frank W. Whitcher Co. 


Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 

















2) 


¢ erfection 


Circlettes 


2) 


THE ADVANTAGES OF 








Demers & Crowell 


Haverhill, Mass. 








Something New In 


Boudoir Slippers 


Light flexible stitchdown. Better soles 
and more flexible than the average turn. 
aT 








With the Sharp Shoulder and Broad Wear- 
ing Surface _ 
They don’t scratch floors They do protect 


They don’t wearslippery § They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 8%. 








—_———— = — a 
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CASE LOTS—PROMPT DELIVERIES 
BOSTON OFFICE 207 ESSEX ST. A. W. GAGE 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Pe; b aly tt pe cents word for each insertion. 
it accepted, seventy-five — For other “Want” 
advertisements, gy cents per oer ard ee each insertion. Mi 


$1.25. Ade ander this heading will be received up 
y- When advertisers desire ashe Sebiteas 





“Recorder” rates for space less than one-eighth 
page per issue: 
26 times 52 times 

$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


13 times 
$3.50 
7.00 
10.50 
14.00 


7 times 
$4.00 
8.00 
12.00 
16.00 


ads must be sent under letter 














Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





MAN to sell line of job rubbers as side line in 
part of Kentucky and Indiana. One residing 
in Louisville preferred. Address C360, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


SALESMAN with headquarters near Pittsburg 
to handle as side line Women’s Novelty In- 
Stock Turn Shoes for western Pennsylvania. This 
is a well-known New England make and only a 
high-grade salesman with best of references will be 
considered. Also want man for Michigan with 
headquarters in Detroit. Address C352, care Boot 
and Shoe Recorder, 207 South St,, Boston, Mass. 


HOE SALESMAN WANTED—An experienced, 
hustling, ambitious man who is well acquainted 
with the general retail trade in western Pennsyl- 
vania to sell a well-known, advertised line of men’s 
oes. Good volume already developed in terri- 
tory. Only live wires who are sure they can in- 
crease it need apply. Address C353, care Boot and 
Shoe Recorder, 207 South St., Boston, 


ALESMEN who have an established trade, who 
work their territory close, wanted by a manu- 
facturer of stitchdown shoes that are guaranteed 
not to rip (patented process). Built up to a stand- 
ard, not down to a price. Large stock. Liberal 
commissions. In first letter send references and 
territory covered in detail. Line ready January 1. 
Address C354, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
ALESMEN WANTED to carry our line of 
S children’s first step turns, sizes 1 to 5, children’s 
spring heel turns, sizes 3 to 8, and ular-priced 
welts, sizes 5 to 8, 81% to 11, in New York. State, 
Pennsylvania, Minnesota, Wisconsin, Indiana, 
Illinois, Iowa, Texas, Missouri, North and South 
Dakota and the Southern States. We carry every 
number in stock and pay the highest rate of com- 
mission for sclling. e only applicants who will 
be considered are those who have established trade. 
Apply Staud Shoe Corporation, 296 State St., 
Rochester, N. Y. 
EVERAL territories are open for live wire side- 
line salesmen to sell our Yankee Girl line of 
misses’, children’s and growing girls’ solid leather, 
ular-price MecKays, in s » consisting of 
ts and low shoes, 10 samples in all. 
liable and those pt me earni. 
$300.00 per month need apply. onderful op- 
portunity for large city resident salesmen. Ad- 
dress Sales Manager, Dundee Shoe Mfg. Co., 189 W. 
Madison St., Chicago, Il. 
GALESMEN WANTED—Haustling, _live-wire 
salesmen, who have established shoe trade 
accounts in Ohio, Michigan, Texas, North 
South Carolina, Kentucky, Tennessee, Virginia 
West Virginia and New 








Mass. 














also chi 
sizes 2 to ‘e 
Gadadies ¢ trade, and spring heel turns, R maap °* 
and 6 to 8. — Lah 
in small —— very 
carried IN STOCK ready for immediate A coed 
We not only pay the rate of 
for selling, but Ae our line with strong advertis- 
can produce ree volume business. Our quality 
prices are peng ready January 1. 
Imperial Shoe ' Co., Rochester N. Y. 
ANTED—Experienced ina 
line of infants’ and children’s turn shoes in 
Sn Sates of Fenneyivenie. Ohio, Ili Mi 
. Kansas, Texas, New Mexico, 
and California, to jobbers retailers. 
Address C344, care aoe, and Shoe Recorder, 
207 South Street, Boston, Mass. 


Witichignn, Indiana for Illinois, Wisconsin 

selon wi 

ium 
Only men who are re salesmen and ha 

oe nenee at le need apply. 
account a to t parties. 
C346, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 











ANTED—Salesman to cover the jobbing 

trade. Excellent salary to oa party. 
Reply givi full experience and references. 
Address C347, care oo and Shoe Recorder, 207 
South Street, ‘Boston, Mass. 
GALESMEN | calling on retail shoe stores to 

carry as aie oo ee eo ge arch support. 
Liberal com: given an =o 
tected. ‘iden ce C341, as Boot and Shoe 
corder, 207 South Street, Boston. Mass. 


IDE LINE SHOE SALESMEN WANTED— 

To sell line of men’s popular priced, snappy 
dress welts. One erip. of 12 Samples representing 
numerous styles. Liberal commission. State 
experience and erences. Address ae tg oy 
Shoe Company, 414 Fourth Street. Milwaukee, 


WANTED— Experienced live-wire salesmen on 
straight commission on men’s mediun) de 
mea oe. in stock. with advertising for the follow- 

ing territories: Minnesota, N kota, South 
Dakota, Nebraska, Ohio, Pennsylvania, Indiana, 
Colorado, Wyoming. Give full details of past ex- 
perience and name of concern now connected =. 
which will be treated confidentially. Ogden Shoe 
y, Mil kee, Wisconsin. 

















sa 





Western 
Quality 


TERRITORIES OPEN 


ILLINOIS 

WISCONSIN & MINNESOTA 

IOWA & NEBRASKA 

KANSAS & OKLAHOMA 
Exceptional future offered to high power 
salesman, who has been successful with a 
man’s specialty line in each of these terri- 
tories. We sell to the better stores. 


MARION SHOE CO., Marion, Ind. 











Experienced shoe salesmen with estab- 
lished trade to cover Southern, Western 
and Middle States with a manu 

line of felt slippers, starting January 1, 
—_ ° es on amyl commission or 


No 
aie ec. Tell us | the ‘onal story in 


first letter with 
man-Thompson Shoe Company, St. Paul, 


Minn. 




















POSITION WANTED 


BUYER for business doing three hundred thou- 
sand yearly would like tc to make change, twelve 
years as buyer in high and medium-grade ladies’ 
and ’s footwear. Will install efficient sys- 
tem and keep all kind of 
tual ‘yeatery. Prefer 


est. commigssio 
roo Pi C356, care, > ag and Shoe Recorder, 207 


Boston, M 
OUNG man a3 on wholesale trade, at 
t manufacturer ladies 
shoes, anxious to entertain reasonable proposition. 
Address C357, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
T liberty January 1. 
A’ ability. 


and Shoe Recorder, 207 South Street, 











ciichne com executive, 
care Boot 
Son, Man. 


| phy Raps make a change. 

one firm. Retail Fae _departmen 
chain-store bu ve wire. Best referen: es, 
Age 35. West or fiadic West Cam mage Address 
C331, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





POSITION WANTED 


Shoe buyer and manager, 29, desires new 
connections by Jan. Ist or 15th; unlimited 
department store experience; at present buyin 
for department doing over $250,000 a year. 
Best references. Address C359, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














HELP WANTED 


HELP. WANTED —District sales manager for 
nationally advertised pence Rage selling to shoe, 
hardware, hore See , clothing, department 
and chain stores °o pompetitien. Sales possibili- 
ties might be compared to Gillette Safety Razor. 
The man who meets our requirements must be 
qualified to organize a force of commission sales- 
men and direct their efforts. The right man will 
sell himself sufficiently on the sales possibilities. 
of this af ¥ Fo and prefer commissions to straight 
salary. Address H. C. Wilder, 144 W. 18th St., 
New York City. 


GHOE BUYER—A ~— Philadelphia specialty 
store doing a very business is ont to 
install a shoe department. We do not want ama- 
teurs or “Rovers” but here is a wonderful oppor- 
tunity for a man capable of installing and managing 
7 shoe en oe Write o— Po to 

experience ary expec ress C361, 
care B Boot and Shoe Recorder, 207 South St., Boston, 











‘3 shoes wan by New England 
licant must have had ex- 


salon aie A 

ey ok er and manager or assistant buyer 

In a a vg $75,000 annually. Give full 

tions held and views as to 

oneey = in Salary in Bt Teter. “i tions held strictly 
Recorder. 207 sens Street. Boston, 


PROGRESSIVE, alert buyer of women’s and 
children’ 


care Boot and Shoe 
ass. 








LINE WANTED 


Wiprced lad a live salesman a line of medium- 
ladies’ sh shoes in stock for Detroit and 


BAA cy ddress C358, care Boot and Shoe Re- 
ler, 207 peor St., Leno Mass. 

















FOR SALE 


EXCLUSIVE shoe store in one of the heal hiest 
ne te cael aaa hg 
very sta) ot 
= was bought on high et, a id open 
‘or repair tment. Approximately 
pendie. All cash. Silver City, New 
exico. 





ynes’, 
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THE RECORDER CREED: ting More Shoes Sold Right; not only “more” but ‘ Q Lsete 3 fom tight Purpose, to 
the right wearer, in the ay J fitting, for the right price, at the Tight profit. pea blem of the retail 
” ve chief puspese ce Ay | ary a me a ar orm a to hel: — its fe the geen pare upon 
m which dep progr Oo} en' allied lustries ting oes eather; their 
P Annual Subscription in the United States, $5.00. Per copy, 25 cents. Canadian, $6.00. Foreign, $10.00 
: No Subscription Accepted for Less Than One Year. 
r 
; Member of the Associated Business Papers, Inc. Member of the Root Newspaper Ass’n. Member of Audit Bureau of Circulations 
r Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. Entered at the Post Office, Boston, Mass., as second-class matter 
ISSUED EVERY SATURDAY AT 207. SOUTH STREET, BOSTON, MASS., U. S. A. 
Cable Address BOOTRECO 
s 
PUBLISHED WEEKLY IN THE INTEREST 
FOR RENT WANTED TO PURCHASE OF THE RETAIL SHOE MERCHANT BY THE 
= } OR ee specially — for — J = BOOT AND SHOE RECORDER PUB. CO. 
€ on’ i t i tion in Phila- 
cs d-iphia.. Apply 8. Buchsbaum & Sons, 723 Wal- f= = Cacepqrated ends Mastnshasetts Lawe) 
en--es St., Philadelphia. i= CAPITAL $150,000 
id D 
So:ith GHOE DEPT. FOR RENT—Large department |= pet ne pe in pam 
\ store in Harrisburg, Pa., will lease to respon- = =I CHARLES G. PHILLIPS, President 
sible party on commission basis, women’sand men’s = \@) EVERIT B. TERHUN EB, Treas. and Gen’l Mer. 
shoe department.- Address C355, apost and Shoe = = Sgr A Te ee 
Recorder, 207 South St., Boston, Mass. - = ARTHUR D- ANDERSON. Secre tee 
1e = SNTER & 
« SHOE DEPARTMENT | [ S| © ©—=«sSWAIN, CARPENTER & NAY, Counsel 
* FOR RENT = We Bu for Cash Ec. ABEHUR D. ANDERSON, Editor 
* A ig Opportunity i y crane 4: waiiahas 
. Kanter s Department Store =| Moamfe et Surplas Stocks,” Jobe -— = tase Iedieen HELEN M HANEY 
—— ear Hearn’s = Coestom ‘2 
_—— 56 West iith St., Now York z NO QUANTITY TOO LARGE i 
PUBLISHERS’ NOTICE 
Phone Chelsea 65 = We also pe Agen too = 
= from retailers or manufacturers. = ON aan ae $00 a of the 
parti i= oe a year in 
— for sale. titan 7a = tel | mma 8 oo includes p Pease = &. ae 
tates, Cu awaiian ppine 
r for Short Term Leases Taken. I d M ‘Th f Cc 
shoe WANTED TO PURCHASE = We pay Highest Cash Value. hyve da eand e price for Canada 
‘bili = FOREIGN SUBSCRIPTION—The price to all 
i = See Be, RAAG & i co. foreign —a except the he, pi is $10.00 
te To Shoe Manufacturers See Broadway, New "ork, ee per year, including postage, oe, 
vill 1 weilscdpiedilinds wetheniirstetiaBia: “vinieoaile =| har amare creeeenss hin iam d ADVERTISING RATES—Card of Advertising 
jities. id tes furnis! on application or rates for 
night and children’s shoes for city and country 1° Te TTT Te TTT re TIT Wants, for Sales, etc., see Want Page. 
St, trade. 
= DELLMER CRANDALL OFFICES IN 
— 218 East 120th St., New York City Highest Cash Prices Paid BROCKTON OFFICE: 224. Moratas St. Geo. W. 
ama- R. 
= for entre shoe sigs, We alag buy | CHCA OFTIGE Wei Man, Tot 
as t ; yout: cucpee oF ee ee. eee T. LOUIS OFFICE: 1627 Locust St. B. C. 
361, for retell and bel k and Roleaae ob Ted cheb atin tities no object. Retail or wholesale. " Ran Manager. 
ston, ether aaa andise. — term leases taken off your NEW YORK OFFICE: Room 102, Graham Bldg., 
adie uantity no object. ands. 127 Duane St ter tt, Manager. 
and p ‘or 30 years our jalty. Wire or Phone us Telephone 2425 
land Bank and mercantile reference. d Confidential PHILADELPHIA OFFICE: 929 Chestnut St. 
ex BROOKLYN PURCHASING SYNDICATE Correspondence Confidentia H. Walter Scott, Manager. 
“fll FRANK WALKER, manmaend S008 HAVERHILL OFFICE: Chamber of Commerce 
st page amiga ey GLAUBERG & CO. Rooms, Haverhill Nations! Bank Bldg. Gos, 
Shoe — ~ 387 Broadway, New York, N. Y. CINCINNATI OFFICE: so First National Bank 
— Phone Canal 4119 me ae ee: See 
The NEW YORK EXPORT We also purchase clothing, ROCHESTER OFFICE: 609 Powers Bldg. Ros- 
, . siter L. Seward, Western New York Repre- 
PURCHASING CORPORATION hats, furnishing goods, etc. sentative. Telephone Stone 6314. 
LYNN OFFICE: Fred A. Gannon. 
ws Ne ee ee ee Te MILWAUKEE OFFICE: B. C. Bowen, Manager. 
pe WILL .: Lasecieen FOR A S H P A I D PARIS OFFICE: 2 Rue des Italiens. 1. Hub- 
R C » Manager. 
x BUY CASH LONDON OFFICE: John C; Curties, Manager. 
and Gor chon steven or susphes stocks. af chase. at Mansion House Chambers, Lon 
ton, 4 or ar merchandise. RT KK tigate a ag ioe x... i ee St., 
“0 e send a represen e ves e. ervis Manton, Manager. 
hed DO YOU CONTEMPLATE end eaee Ur epee segues. CONTINENTAL OFFICE: William Salzman, 
— Retiri Kalter Cerf. Mercantile Co., Inc. Manager, Wasagasse 2, Vienna, Austria. 
and etiring or going out of business? sn New Yodk City ARGENTINA: Buenos Aires, Rivadavia, 2721. 
’ I will Fy, value for your entire or surplus Phone Spring 5160-5161-5162 . Sabazzini, Gerente. 
- Lease having short term to run taken over. bag ree Garente. low Louwh a; Rogie 
Established ° ‘andega 204, Rio de Janeiro. 
CHILE: San , Las Rosas 1123-1127. Otto 
I, OLENICK Job Lots of Shoesand Leather =~ Fuhrimann, Gerente. 
- 413 Broadway, New York. Tel. 9531 Canal am Mr. H. Gomez, P. 0. Box 422, Havana, 
‘a Are Sold Through the SPAIN: Gerente, Leoncio de Miguel, Librero 
i y oe 20 Fuencarral, Madrid. 
it ; No matter what policy you may pursue Recorder Want Ad Page maxeen: rage ora: 4a Del 
n n selling to the shoe trade, nevertheless, Gerente, Elizondo, 
. you need the “BOOT AND SHOE : P "Ciprs Lit, Mono, (RE 
RECORDER ” all the time. 7 CENTS A WORD saneer. pn ree 
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MACHINERY, LASTS, MFRS.” SUPPLIES, 
DRESSINGS, ETC. 


American Shoe Polish Co., Chicago. .... . 30 
Armstrong Cork Co., Lancaster, Pa...... 118 
Beckwith Mfg. Co., Boston.............. 10 
Brockton Rand Co., Brockton, Mass. .... . 21 
Griffin Mfg. Co., New York City.......... 78-95 


Meyer, J. C., Thread Co., Lowell, Mass... 92 
National Shoe Polish Mfg. Co., Inc., 


North-Judd Mfg. Co., New Britain, Conn. 32 
United Shoe Machinery Corp., Boston... 125 
United Shoe Repair Machine Co., Boston 132 


MISCELLANEOUS 


Atlantic Printing Co., Boston .......... 93 
Boot & Shoe Workers’ Union, Boston.... 14 
Brooklyn Purchasing Syndicate, Brooklyn, 





We Mec ceckevccdveleater str are adeees. 129 
Calderwood & Preg, Boston ............. 93 
Chicago National Shoe Exposition. ..... 2 
D’Avesne Translation Bureau, Boston.... 124 
Delimer Coondall, New York City....... 129 
Ed » Be Jug a ene 95 
Glauberg & Co., New York City......... 129 
Grover, Nelson H:, Boston............. 4 
Hooper Printing Co., Boston............ 93 
Kalter Cerf. Merc. Co., Inc., Max, New 

We TOME... « ccawdecqcysepeeddtumade ss 129 
New York Purchasing Corpora- 

them, Now Wook City... cc ccccccccccees 129 
Olenick, I., New York City.............. 129 
Rochester Shoe Style Show...........-- 25 
Root, F. S., Co., Boston. ............-++-- 


University Electrotype Foundry, Cam- 
bridge, Mass.......... enh uneaieeas ae 


Van Praag Co., New ee CIP. ns--- 129 





Dec. 25, 1920 
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The White Shoe House of America 


Will Have Their Complete Line of 


WHITE SHOES FOR SPRING 


ON DISPLAY AT BOOTH 177, MILWAUKEE 
CONVENTION N.S. R: A., JAN. 10, 11, 12, 13 
YOU’LL SEE THESE FAMILIAR FACES 


CLARK HARWOOD TOM FITCH 
BILL HOLT CHARLIE FITCH 
W. E. MERSON 


In addition to our Booth 277 we will have another complete display at the Plank- 
ington Arcade, the exact location of which will be announced later. 


Bring in your sizes for white shoes and look us over. 


CHIPMAN-HARWOOD COMPANY 


564 ATLANTIC AVENUE BOSTON, MASS. 
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Let’s all go to Milwaukee 
Convention ! 


We'll be there in Booth 
Number 9 Kilbourn Hall 
and glad to meet you. 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), Mass. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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their good old | 

shoes away too| 
soon: There's comfort left in them-| 
you can supply a new appearance. 


Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe iring which 
brings trade to all branches of their business. Shoes are more than repaired — they are remade 


with all the fine appearance of new shoes. 

You may obtain a Goodyear Shoe Repairing Outfit on very easy terms. We install the machines, 
teach their operation and give the full benefit of Goodyear Service. 

Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 


United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 


(18 So. Market Street 37 Warren Street 93 Centre Street 130 Mill Street 306 Broad Street 
Chicago New York Brockton Rochester Lynn 
276 Main Street 145 Essex Street i 221 No. 13th Street 11 Florence Street 
Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 
30 Euclid Arcade 87 Main Street 
Cleveland Auburn, Me. 
301 American Casualty Building, Reading, Pa. 


et eee a ae fh 
4 < ee wag : 








16 No. 2nd Street 216 Chartres Street 
Harrisburg, Pa. New Orleans 
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THE COMMONWEALTH SHOE & LEATHER co. 


WHITMAN, MASS. 


January 1, 1921 


To our Customers: 


— You ere invited to visit our exhibit 
#48, -ilbourn Hall at the ational Sa0e Retailers* Con 
vention in Milwaukee. 


We. shall show there for the first 
time samples of stoc ow coming through 
the factory. j our regu- 
lar sample line, pecially 
attractiv f a4 for 
spring trade. 


Meke our pooth your neadquar ters and 
let us be of any gervice to you we my. ; 


As you pass +hrough Chicago on your 

Milwaukee, do ‘not. forget our Chicago 
1we. e tnere, and com- 

na staple 

aweit your 

offiee you y 

and noise of the Convention, and make up y° 

fairly on the rewl merits of materials, styl 

merchandising values. 


We do not need to sugge 
+hat in all details that make shoes sell ani 
Bostonians Jead, and we ghall appr 
tion and comment on their latest deve 
Do not forget the Chicago office.- 


Room 507, security Building, 
189 West Madison Street, Vorner Wells. 


Yours very +ruly, 
THE COMMONWZAL TH SHOB & IBATHBR CO. 
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Make a Sound Business Resolution 
For 1921 


As the New Year dawns, determine to feature 3W’s LENOX SHOES. 
Make them the one complete children’s line in your store. 


Play up 3W’s in your window displays. No elaborate backgrounds or 
show-cards are necessary—simply show the shoe. 


Business MUST improve, yet if the merchant would turn over his stocks, 
he must specialize more. Therefore, we suggest 3W'’s as a starter. 


























fe see eens s low heel, o% 
to 
No. 7838—Child’ heel. 
Rell in inl 
nfant's 
5 to $3.00 





No. 7836—Brown kid vamp, 
field mouse top, Lenox last, low 
heel. Misses’, 1134 to 2. .$3.85 

















Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. - - PHILADELPHIA . 
New York Salesrooms: Bush Terminal Sales Building, 42nd and Broadway 
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Two thousand pairs a day we make 
That bring us never ceasing praise. 

Here is the view our patrons take— 
“Rialto Shoes are Good-All-W ays!” 


A novelty 2 strap made in Kids, _ t V; Gray Suede Quart 
‘atent Vamp, Gray e ca 


Suedes and combinations on leather 
and wood heels. etc. 


Te standard of workmanship which has been 
attained in the manufacture of Rialto Foot- 
wear has been all the more difficult to maintain 
in the production of novelties. 

Yet buyers tell us that the workmanship;on our 
most elaborate patterns (for which we have had 
a great demand during the last six months) is even 
superior in every respect to that’on the{simpler 
designs. ae 
Your merchants can sell novelty footwear,wnich 
they know will stand up. We would suggest look- 
ing into our process. 


Rialto Shoes—Good- All-W ays 


DAMSEL 


A new model. Effective in Mat 
In'Russia Calf, Black and Brown Kid vere, Black Suede apes 


and Tan and White contrasts. y contrast or solid color. 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 
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SPORT OXFORDS 


LOOK FOR THEM AT BOOTH 4 and 5 
KILBOURN HALL : : MILWAUKEE 









































$3.75 

Oxford, Pat- 

.. Price $5.00 ent Tip, Front Stay and 

Peters’ White Reignskin Back Stay, Rinex Sole, Rub- 

Oxford, ‘Brown Kid Tip, ber Hackney Last, 
Stay and Heel Fox, 13-8 Goodyear Welt. 


Heel, Broadway ast, Ato 
Goodyear Welt. No. 776—Same, only Co- 
AA to D coa Calf Trim...... $3.75 























Price $4.25 
Peters’ White Reignskin 
Oxford, Imitation ip, 
Vaughan’s White Ivory Peters’ White Reignskin 
Sole, 13-8 Heel, Rubber Oxford, Black Kid Tip, 
Top, Broadway Last, Good- Saddle Strap and Back Stay, 
year Welt. 13-8 Heel, Broadway Last, 

AA to D Goodyear Welt. 
AA to D 





No. 721—Same, only 
Leather Sole and Heel. 
$4.00 








All These Sport Styles Will Be Carried 
In-Stock Beginning Jan. 15th 








BOSTON Roxbury Crossing 
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Now That “Jazz” is Out 


Now that the ‘‘Jazz” has been 
taken out of business and the li- 
quidation period is practically at 
a close, manufacturing and sell- 
ing and consumer purchasing 
will sanely start on a new com- 
mercial cycle. 


In the coming season one thing 
is plainly indicated—conserva- 
tism in purchases of radical style 
with greater stress on staple lines. 


The ideal combination for the 
farsighted merchant “is 
“Style that is Staple.” 
This means White Kid 
Shoes — vogue with 
practicallyevery costume 
and for every season. 


F. B. & C. White Washable 


' Kid is recognized by manufac- 


turers as the only dependable 
high quality white kid tanned in 
this country. Its high glaze keeps 
dirt from entering the pores; it 
holds its shape and gives longer 
than usual wear. 


Women realize these superior 
qualities and know that this ex- 
quisite leather is easily cleansed 
with a damp rag. Thus F. B. 
& C. Kid enjoys a rep- 
utation which isa strong 
sales feature. You will 


do well to keep this in 
mind in ordering your 
springandsummerstock. 


Amalgamated Leather Companies, Inc. 
Formerly F. Blumenthal Co. 


General Offices: 22 North Fifth Street, Philadelphia, Pa. 
: Factories: Wilmington, Del. 


BOSTON 
108 South St. 


ST. LOUIS 
911 Lecust St. 
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It Takes Courage— 


to place orders for shoes after a panic 
period, even though everybody knows 
they are cheap. 


Side Leather prices are so low that great quantities of raw hides are 
being purchased by glue manufacturers who can afford to pay more 


for them than tanners can. 


Hides and calfskins are therefore being left in the hands of farmers 
and small butchers, with consequent lack of care, causing serious 
deterioration. 


Every serious thinking business man knows that such a condition 
cannot last—that prices must rise to a reasonable healthy level. 


If you are alive to this situation you will buy what shoes you need 
immediately and take advantage of low prices that are now being 


offered. 


These Prices Cannot Last. 





N. S. R. A. Assn. 


Convention 


BOOTH 
101 


Milwaukee 
Jan. 10-13, 1921 





C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


mee vsa 


SIDE LEATHERS 
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Convention Buyers Attention 


Remember Ellis-Eddy Company can supply 
you with strong selling novelties at attrac- 


tive prices. 


No. 814—Black Satin One anaes Heavy 
Turn Sole, Baby Louis Heel. Widths 
AA, A, B, c D. Price $5.75 


No. 843—Barnet’s Russia Calf One 
Strap, with Brass Harness Buckle, 
Heavy Turn Sole, Baby Louis Heel. 
Widths AA to C. Price $5.50 


THESE. QUALITY TURNS IN STOCK 
IMMEDIATE SHIPMENTS 


PLACE YOUR ORDER WITH US TODAY 


: 


No. 842—Fine Satin Two Strap. 17-8 
Full Louis Heel, Heavy Turn Sole. 
Widths AA to C. Price : 


No. 845—Hunt-Rankin Black Velvetta 
Ooze Calf Two Strap. Nickel Harness 
Buckles, 17-8 Full Louis Heel, Heavy 
Turn Sole. Widths AA to C. gs 
$6. 


No. 844—Same as 845, made up in Bar- 
net's Medium Shade Russia Calf. 


TERMS: NET 30 DAYS 


ELLIS, EDDY COMPANY 


Shoemakers 
Haverhill : - Massachusetts 


eee Meee ineniiiiiieni nie iio iio | 

















a7 


A tt 


om = renner ae aneseme ersten = -- 
CAS ee iach is = 





wy 


jhe — 











ary ACYSWMOL CO SIO KORN EWN 


Ri MARIO 


je SHOES M ADT (OMA CQ) NOL (CON (OO) TOD. 7 
6 


For — WESTERN QUALITY 


3 Another i" 


Distinctive ; 
“Manon 
Style 


Pranl0N 







































ZA ESOL 
) 























a ee i 


—A PAN 




















SADDLE BAL OF TROSTEL’S 33 CALF. E. _Facings to Ma 
Edge, Wingfoot Heel, with Solid Leather eta Cotanie, $6: 
Grain Innersole, "Kentucky Oak Bend Outente-shapeasionts Best. 
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AND EASTERN S TYLE 


MARION STYLE speaks for itself. 
So does Marion Shoemaking. 


MAR i ON At the highest price you may pay, you 
EXHIBIT cannot get shoes that will give more 
i+ wear than Marions. 


pie seni Leading members of the N..S..R. A. 
dikthe have said, ‘‘The Marion Shoe is the 
— fastest coming line in the: country.’’ 

Many are buying it. Marion fea- 
tures. which interest them will 
appeal to you. 
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We specialize in the better grades of 
Calfskins from Galiun, Trostel, Rueping, 
Barnett, P. & V., Creese & Cook. Our 
Kids and Keegerocs are of the same high 
| quality. 


Overweight Outsoles from the best 
Kentucky bark-tanned Oak Bends; full 
grain scoured insoles, solid leather heels, 
leather counters, calf facings, etc., are. 
regular standard with us. : 





— 
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Every Shoe You Buy From Us 
Is Sure To Be The Same Quality 
Every Time You Re-order. — 


EIGHT YEARS AGO WE PUT INTO PRACTICE 

A STANDARDIZED QUALITY PLAN WHICH 

WE HAVE FOLLOWED WITHOUT VARIANCE 
EVER SINCE 


FTER careful tests we selected one pro- 
ducer each of 








acd pdr IN EACH CASE WE SPECI- 
On Black’ Kid | FIED TOP GRADE SELEC- 
- TION AND THE SAME 


Our Brown Kid | weiGHT OF STOCK AT 
Our Black Calf ALL TIMES 
Our Russia Calf | 


Old fashion tanned oak soles 


The result is a line of shoes absolutely uniform in quality. 
Such shoes are the surest means of maintaining the confidence 
of customers. 


WHOLESALERS In All Parts of the Country Handle Our Shoes 











HUCKINS & TEMPLE 


INC. 


| CUSTOM MADE. SHOES 


Boston Office, 135 Lincoln Street 
Factory - + » MILFORD, MASS. 











We Use Dey 
“aes SES LONGFELLOW, 
7UBBEM HEELS Russia Calf Bal, 


Heels Goodyear Wi 
jie. 
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ne only manufacturers exhibiting Soft Soles & Moccasin j 
Toe howe Grvention. yi i new line of Infants 
Turn Shoes, BOOTH 12 Main Arena. 


Gead Wilrore.tnc. Wilson Carpe A 7 Caray 


BUILDERS oF 


Soft Soles andMoccasings Jop Gradelfants'Jurny 
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EDITORIAL 


Since December Ist a 
number of representative 
shoe merchants have visit- 
ed this market, the ma- 
jority of them report very 
satisfactory business dur- 
ing the past sixty days— 
some of them showed that 
their business was larger 
than in any previous year, 
all agreed there is an in- 
sistent demand for smart 
pumps and oxfords from 
women who want the best. 


Ooze calf is wanted in 
black, brown and the new 
beautifu shade of dawn 
gray. This season’s slen- 
der looking pumps’ with 
graceful straps harmonize 
well with the attractive 
frocks to be worn dur- 


ing the coming Spring 
season. 


Our in-stock department 
is doing a wonderful busi- 
ness with the largest and 
most successful shoe re- 
tailers. 


Vratsan tala 


We are making immediate 
delivery to them from 
stock of the shoes that are 
wanted by the particular 
women. this season. 











Style 29 
Finest Brown Ooze Calf 


The fashionable rich dark brown 
shade. One strap Ventnor pump, 
860 last, turn sole, 214 covered 
wood LXV heel. 


Price $9.00 


Style 34 
Finest Black Ooze Calf 


One strap Ventnor pump, turn sole, 
860 last, 214 wood LXV heel. 


Price $8.75 


Style 33 
Finest Dawn Gray Ooze Calf 


Two strap Meadowbrook pump, 
pearl buttons, turn sole, 860 last, 2!/ 
wood LXV heel. 


Price $9.25 


Style No. 25 
The Chatham Pump 


Of finest black satin, turn sole, 860 
last, 244 Louis XV heel. ; 


Price $7.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St. PHILADELPHIA 


New York Office 
Frank D. Duncan 
: 84th St. and Broadway 
ia Marbridge Building 


Chicago Office 


Burton T. Duncan 
Great Northern Building 125-126 primary Pave ment 


London Office 
Bolton-Page Co., Ltd. 


--House, London 









Style 16 
Finest Black Glace Kid 


Goodyear welt circular-vamp whole- 
quarter lace oxford, straight tip, 890 
last, 134 leather Cuban heel, fudge- 
wheel edge, medium weight sole. 
This oxford we carry in extra large 
sizes, 81% and 9, all widths. 


Price $7.00 


Style 26 
Madura Brown Glace Kid 





Goodyear welt circular-vamp whole- 
quarter lace oxford, straight tip, 
905 last, 174 leather Cuban heel, 
rly as edge, medium weight 
sole. 


Price $7.75 





NOW 
IN STOCK 
Ready to 
Ship 


All Stock Shoes 
Sold Net Thirty 
Days 


















The following schedule of 


sizes and widths carried in 










Style 8 Stock. 
Chestnut Brown Glace Kid AAA 414 to 8 
: 
Goodyear welt circular-vamp imita- 7 v3 “a : 





tion heel foxing lace oxford, 890 last, 
13 leather Cuban heel, straight tip 
with punched centre, perforation on 
vamp and eyelet stay, white Good- fy 
year stitched, medium weight sole. 


Price $7.75 





Bi C and D 21% to 8 


















Style No. 24 i 
Mahogany Willow Calf - E 






Brogue oxford, wing tip with punch. 
ed centre, pinked edges, 930 last, 
114 military heel, Goodyear welted 
and white stitched soles. 


Price $7.50. 
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ig requires no extraordinary degree of optimism for 

the Lynn shoe manufacturers to predict with con- 
fidence that one year from today will find all branches 
of the shoe business in the United States back on a 
comfortable and profitable basis. 


Nor does it take excessive confidence for us to believe, 
as we thoroughly do, that the peak of business slug- 
gishness is already past history, and April first will 
find the Industry far advanced toward normal. 





ee 


We believe these things. No superficial emotion in- 
spires our belief. The bare facts of today’s situation 
support that belief. Today is, beyond question, the 


PSE 
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Aten, Gouuer, Leicuton Co. BarTLETT-Somers Co. 
Burpettr SHor Co. Corter SHOE Co. 
Gregory & Reap Co. 








& 


a ag WHITE BUCK WELTS 
}\ far GROWING GIRLS. 
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first day of Restoration Year for the shoe business of 
America. 


Our order books.and factory production sheets con- 
tain the music of the Reconstruction Song. Today the 
humming wheels in our factories are playing the song 
merrily. The correspondence from our customers and 
sales agents, and other sales agents, furnish a silent 
but musical chorus. 


So, we must rejoice in the passing of the old year, with 
its uncertainties and worries, and, in company with 
our clients and other friends, rejoice in the advent. of 
the New Year—so encouraging in its prospects of 
commercial security. 


We extend the Season’s greetings to all! 


P. J. Harney SHozr Co. Hennessey, Maxwett & HENNESSEY 
G. W. Herrick SHor Co. T. J. Krery & Company 
Watson SHor Company Wiiirams, CiarK & Co. 





BURDETT SHOE CO 
Aakers 


The fa fai 













P. J. 
HARNEY 
SHOE CO. 
‘She Shoes You, 
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ALL 
LEATHER, 
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LEATHER 
WELTS 
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| ) P. J. HARNEY [|// 
President 


An Assured Spring Style by 
Harney, Tracy, Crehan Co. 


Made in calf and colored 
suedes this shoe is a most 
desirable Spring number. 


TP 


Gears are the big note for Spring and Summer. Designed and 

made up under the personal direction of Mr. P. J. Harney, they are 
bound to fit and give full satisfaction to your customers. Mr. Harney 
brings to you through his product the experience of a life-time of shoe- 
making and shoe merchandising. 


) 





Sk 


HARNEY, TRACY, CREHAN CO., 


Boston Office, 10 High St. 
Telephone: Fort Hill 725 


Factory, Lynn, Mass. 
Telephone: Lynn 5422 
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JANUARY 3 fo 29 
ROOM 541 


HOTEL IMPERIAL 


New York City 


ox 
The H.W.MERRIAM SHOE CO. 


of Newton, New Jersey 


Will have on display their complete line 


OF 


“CRADLE to COLLEGE” 
CHILDREN’S SHOES 


Welts -- McKays -:- Turns 


STAPLE SHOES and NOVELTIES 


We carry TURN SLIPPERS 2” stock 


George W. Sharp, Representative 
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“SHERE’S the sparkle 
‘| of precious gems 
in the rhinestone de- 
signs—the colorful 
charm of the beaded 
numbers—the _ strik- 
ing beauty of cut 
steel—the flashing 
brilliance of bright 
metal—a variety nev- 
er before rivaled— 
never to be surpassed. 
That is our promise 
for the show at Mil- 
waukee—a display of 
shoe ornaments worth 
the trip by itself. 
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Booth 85—Shoe Ornament Style Show 


Interest will be centered there—Milwaukee visitors 
will find the display interesting—and in it many a 
hint and idea for brisk business during the months to 
come. The new Butt-N-on Strap, companion nov- 
elty to Buck-El-On, will be shown and demonstrated. 
Don't fail to see it. It will show you how to move 
pumps. 


LOOK FOR OUR NEW BUCK-EL-ON COLONIAL 
TONGUE 


William Reynolds, Jr., Ine. 


Providence, R. I. 
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_ @iie By all means attend the big] 
= N.S.R.A. Convention to be 






Ms = held in Milwaukee, January 10th to 
| 13th inclusive! The world’s biggest shoe 
| show in the finest exhibition and conven- | 
tion building in the world! This convention will be ORIGI-§ — 

NAL in features, BEAUTIFUL in interior decorations, full off 
music---an ATTRACTIVE education for thousands of re-§ W 
tailers who heretofore have not attended these Annualj fi 

b 


Meetings. 


al 
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wm All visiting merchants are 


BIRCHE 

“* cordially invited to visit the 
“Home of Foot-fitters.” You will be 
interested in going through this big day- 
light plant---The only one story, glass roof, 


shoe factory in the world! “Foot-fitters” 
which are combination in last and pattern have both 
full-length vamps as well as solid sole leather 






ee 
WAL ANS dad 


boxes! 








BOOT AND SHOE RECORDER Jan. 1, 1921 


GDEN 








at Booth No. 1 


Mechanics Hall 
N.S. R. A. Convention 


MILWAUKEE 


January 10-11-12-13 
Look at 
Ske ahoe wtth 
/000 Ariles Sarwcee- 

















Get first-hand information regard- 
ing the FREE advertising cam- 
paign given to OGDEN Dealers. 


In selling OGDEN shoes for men, dealers 
have the greatest shoe-selling slogan of the 
age. The OGDEN personalized advertis- 
ing campaign, which is given to you abso- 
lutely FREE of charge, moves OGDENS 
from your shelves and increases your profit 
by creating rapid turnover. 


You will not have seen ALL of the con- 
vention program until you have looked 
over the OGDEN line. 
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LONDONDERRY 





One of the Six 


Standardized OGDEN Shoes 
Made of Cordo Russia_Leather 





Six styles are all you need. The six 
OGDEN STANDARDIZED #sstyles_ will 
meet every demand of your trade. All are 
made from one .chocolate colored Cordo 
Russia Leather on special comfort lasts, 
and embody every desirable, feature of 
style, comfort and durability. 

















Get a definite source of supply. Stock 
OGDENS. Avoid the annoyances and 
lost sales that result from broken lines and 
“fill-ins.”’ 
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SERVICE 


\N this one word rests the 

_ growth and expansion of 
every Corporation, Enter- 
prise and Business. 


Service has ever been the Life 
and Blood, the very Corner- 
stone of the House of Weyen- 
berg, making possible a most 
wonderful growth for thou- 
sands of shoe merchants all 
over the country. 


You, too, will find with the 
Dawning of the New Year a 
day of better growth, better 
business, and better pros- 
perity—if you will feature 
Weyenberg Shoes for Service. 


Arrange to _ visit our 
Plant when in Milwau- 
kee for the N. S. R. A. 


Convention. 








Weyenberg Shoe'Mfg. 
Company 


Milwaukee, Wisconsin 


DUNHAM BROS. CO., Brattleboro, Vt. 
New England Distributors 
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Aft the 
Milwaukee 


Convention 





MID the thousand and 
one novel features do 
not forget that you are in 
the Home City of Weyen- 
berg Shoes for Service and 
that special arrangements 
have been made to take you 
to the Weyenberg Plant. 





ALL at the Weyenberg 
Display in the Wisconsin 
Exhibit at the Auditorium. 








There is a surprise in 
store for you at the Wey- 
enberg Booth. Be sure 
and call. 





eyenberg Shoe Mfg. 
Company 


Milwaukee, Wisconsin 


DUNHAM BROS. CO., Brattleboro, Vt. 
New England Distributors 










MILWAUKEE AUDITORIUM 








23 



























i] 
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See our Display 
in the 
Wisconsin Section 
at the Auditorium 





Easy on the Feet! 


Simplex Shoes---designed, planned, supervised 
and built to be a child’s perfect shoe, as far as 
health, comfort, style and price are concerned. 


SIMPLEX SHOE MFG. CO. 


Specialty Manufacturers of CHILDREN’S SHOES 
TENTH AND CHESTNUT STS. MILWAUKEE, WISCONSIN 
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721—Tan Lotus Bal, Imi- 
tation Tip, Spring Heel, 
Oak Sole. Child’s, 5 to 
8; Child’s, 8% to 11; 
Misses’, 1114 to 2. 


Made by the New “Simplex” Process 


Better Fitting than a McKay Sewed 
Easier on the Foot than a Welt Shoe 
Better Builtand Longer Wearing than a Stitchdown 


SIMPLEX SHOE MFG. CO. 


Specialty Manufacturers of CHILDREN’S SHOES 





TENTH AND CHESTNUT STS. MILWAUKEE, WISCONSIN 








Study these two “X-ray” 
illustrations; they reveal 
really scientific construc- 
tion; the most advanced 
improvement in children’s 
shoes in many years. It’s 
the Pentler and Short Cus- 
tom Welt (patented U. S. 
Patent Office). 


4 PER 
DoUBLE FASTENED: 
GOODYEAR SEWED TO OUTSOLE 


NO TACKS- 


NO NAILS- 
peertcny SMOOTH 
NEXT TO FOOT 


CLOSE E0GE*"' 
NO STAPLES 
B80 DETAL FASTENING 


sou LINING 
OUNTER INSEAMEO —— ae 
INSEAMED 
80x TOE 
INSEAMED 


(PENTLER SH ORT - 
CUSTOM WELT) 


NO HOLLOW Spaces 
rg HORIDGES:'NO LUMPS 
/ 


ABOVE SHOWS PATENTED CONSTRUCTION 


Exceptional quality is not the only distinguishing factor 


about Pied Piper Shoes. 
render them remarkable prices. 


The extremely nominal prices 
That’s why merchants 


have bought them with marked enthusiasm. 


At Booth 35—World’s Fair Division—Milwaukee Convention—there awaits 
you a revelation in twentieth-century shoemaking. It will do your eyes good to 


see the details of the Pentler & Short Welt. 








We show here four of our most popular numbers—made in all leathers—in A, B, 
C, Dand E widths. Send for full description or samples. 





LEATHER 
TOP BAND. —— 


LEATHER 
INSIDE 
STAY 


FELT LINED 
LEATHER TONGU: 


GOODVEAR SEWED-NO STAPLES: 
“NO METAL FASTENING-CAN BE 
RESOLED BY STITCHING OR NAILING! 


DOUBLE SHOULDER 
GRAIN WELTING 


ABOVE SHOWS QUALITY FEATURES 


—— 





CUSTOM WELT 


For Boys and Girls 


Pied Piper Shoes are not only better—but they 
sell easier—by the use of our new 1921 Merchan- 
dising Plan. This plan has been designed to meet 
the new conditions in the shoe trade. 


Merchants who cannot visit Milwaukee to gain 
first-hand knowledge about these remarkable shoes 
are invited to write us for complete information— 
om in-stock styles, prices and unique selling 
plan. 


Maiathon Shoe 


WAUSAU, WISCONSIN 
Manufacturers of 


Pied Piper Shoes, 
Dr. S om mer’s 
New Dawn Shoes 
and high-grade, 
non-rip barefoot 
sandals and play 
oxfords. 
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GOOD LEATHERS ARE 


(Centered upon the 


PFISTER<VOGEL 
TRADE MARK 


73 YEARS OF SUCCESSFUL 
BUSINESS PROVES THIS FACT 


Visit our complete display at 
the N. S. R. A. Convention. 
Booths No. 49 and 51, Ma- 
chinery Hall, Auditorium. 
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Brown Russia Bal, Tip, 
Narrow Recede Toe, Eng- 
lish Last, 1-Inch Square 
Heel, Single Sole, elt. 
B-E, 5-11. 








In Stock for Immediate Shipment 
THIS SHOE AT $4.50 


Here’s a sales leader with powerful trade pulling 
possibilities—a brown Russia bal built on a good- 
looking English last. You can make it a low price 
leader at a profit. 









HONORBILT Quality of course because it: bears the Mayer Honor- 
bilt trade mark. 















It has style, class and proven popularity. 


Order No. 619 today and start the ball of better 

Te diss teams business rolling. 
extends a most 

cordial welcome to visit-~ 


ing merchants and their 
salesmen at the N.S.R.A. 


“necvaecee |  F, Mayer Boot & Shoe Co. 


the Mayer Administra- 


tion Building, 288 East e e 

Water St. (down town), Milwaukee Wis. 
and every member of ? 
the Mayer organization 


is at your service. 
( New York and Export Office 
= 130 West 42nd Street 
en New York City 
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WITHOUT A DOUBT 


You are going to Attend 


The National Shoe Retailers’ Convention 
at Milwaukee 


You are interested in 


LA CROSSE MADE SHOES 


You will find them on Display 


World’s Fair Division—Space No. 33 


The N. S. R. A. Convention at Milwaukee will have a great 
influence in acquainting shoe retailers with the coming con- 
ditions as well as Real Shoe Values. 


YOU WILL BE INTER- 
ESTED IN THIS SHOE 


No. 771 


Men’s Chocolate Retan Blucher, 10- 
iron single sole, Goodyear welt, soft 
toe, full vamp, guaranteed counter. 
A shoe for service in stock at $4.15. 


WE HAVE MANY OTHERS. SEND FOR CATALOG 


La Crosse Boot & Shoe Mfg. Co. 


LA CROSSE, WISCONSIN c 





AAAAAARAAADRAARDAANAAIAT MARAAARAARADAAAN 











t 














AKNAAAAARAAAAANAAA’ 
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COMFORT PLUS CONSERVATIVE STYLE 
IN A STRAIGHT LAST 


A straight last is the very essence of inbuilt comfort in conservative 
stylish shoes. Although a bit conservative in their physical make-up they 
are not devoid of stylish lines. On the contrary, are the choice of men who 
seek dignity and a moderate touch of style in keeping with their health and 
official position. 
















The above is a typical reproduction of our style 19 last. ‘There is a 
gradual swerve to the bottom that places it on a higher plane than the or- 
dinary straight last. It is made of the best grades of Havana Kid, Mahogany 
Calf and Black Vici. 










Write for samples today. 


RACINE SHOE MANUFACTURING CO. 


Medium priced dress shoes for men 


RACINE - - - - WISCONSIN 
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T will pay any shoe retailer to visit our 

display of footwear at the Milwaukee 
Convention. Shoes will be shown repre- 
senting the product of our several factories, 
all of which are carried in stock in nine 
Rice & Hutchins distributing houses. 





Conspicuous among these shoes will be the 
New Modified Educator for women, the 
shoe that is establishing a new record in the 
sale of women’s shoes. 


EP OCED 0 EEE OTN OID ED) ED 


Rice & Hutchins, Inc. 
10 High St., Boston, U.S.A. 


Milwaukee Convention 
Booths 7-8 
Kilbourn Hall 














